FEED MERCHANTS BULLETIN and 


Che feed 


oy HE feed industry is com- 


pleting another year of 
increased prosperity. Com- 
mercial mixed feeds have 
been given greater and more 
widespread recognition by 
general feeders and the farm 
press. Many dealers have 
changed their businesses to 
a sound cash basis and or- 
ganization of retailers has 
been given more serious at- 
tention. The Feed Bag and 
the feed industry have much 
to be thankful for as we wish 
each other Merry Christmas. 
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Start 


the new year 
Right 


T’S time, now, for inventory. Not only of merchandise, but of 
the prospects for the new year as well. Why not find out this 
month if there are not better prospects for you in Quaker’s 
proposition? Just drop us a line—a postal card will do—and 
a Quaker sales representative will bring you full information. 


He will have facts—facts that you as a feed dealer certainly want 
to know about. You will not be embarrassed by high-pressure 
selling. All the Quaker representative wants is a chance to tell 
_ you of the success that Quaker Dealers are making by selling 
feeds and flour the Quaker way. 


More and more feeders are turning to the Quaker line. Quaker 
advertising, and sales assistance right in your territory will help 
you to make more money. For Quaker Feeds do the work, and 
do it ata profit. Profit for the feeder; profit for the dealer. 


Write us—right now. 


THE QUAKER OATS COMPANY, Chicago, U. S. A. 


Quaker 
FUL-Q-PEP 


POULTRY FEEDS 


Manufacturers of a complete line of poultry and 
livestock feeds—and finest flours 
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Supplies When You Want Them! 


RECENTLY a prominent elevator Increase Your Elevator 


operator glanced through the pages of the Pca — 
Strong-Scott catalog of mill and elevator sup- ” iain 
plies and repair parts. 


“You certainly carry just about everything 
that’s ever used in an elevator,’’ he said. 


But the best proof of this big, complete service is the They hold more, are placed 
steadily increasing number of elevators and mills that closer on belt, discharge per- 


send us their orders. When you want action call on fectly. Nothing to change but 
Strong-Scott. the cups. We carry full stocks. 


Everything Jor Every Mill and Elevator 
‘She Strong-Scott Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd:Winnipeg 


Seasons Greetings 
fo our 


Hriends and Patrons 


Froedtert Grain & Malting Co. 


MILW AUKEE—MINNEAPOLIS—SAVANNA, ILL. 
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Well Folks! 
Again 


SO 


Merry Christmas 


and a 


Happy Mew Wear 


ARCADY FARMS MILLING COMPANY 
223 W. Jacxson Bivp., Cuicaco, ILL. 
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Volume Four 


December, 1928 


Number Twelve 


New England Grain Dealers to Meet 
At Boston, December 20 


Trade Topics, Banquet, Election of Officers Are Included on Program 
Good Speaker Promised for Dinner Session; Expect Large Attendance 


HE second annual meeting of 

\ the New England Retail Grain 

Dealers association will be held 
at the Hotel Statler, Boston, Mass., 
Thursday, December 20. The meeting 
will open at 10 a. m. and the morning 
session will be devoted entirely to 
business. The officers will present their 
annual reports and the election of of- 
ficers for the coming year will take 
place at this time. 

The afternoon and evening sessions 
will be of an educational and inspira- 
tional nature, interspersed with gen- 
eral discussion of several of the most 
pressing’ problems concerning the feed 
trade of New England. As this is 
written, definite arrangements for the 
speakers on the program have not 
been completed, but the executive 
committee of the association has defi- 
nitely decided to put on a program of 
such real interest and merit that every 
dealer in New England will be more 
than well repaid for being in attend- 
ance. 

The annual banquet will take place 
in the evening. Plans are already on 
foot to make this an occasion to be 
remembered, not alone from the stand- 
point of entertainment, but because the 
main feature will be a speaker well 
qualified to deliver an address, exceed- 
ingly to the point. Unfortunately his 
name cannot be supplied just at this 
time, but it will be forthcoming in an- 
nouncements sent out by letter at an 
early date. 

This meeting is not confined to those 
dealers who are members of the asso- 
ciation. Every feed and grain mer- 
chant in New England is cordially in- 
vited; in fact every dealer is earnestly 
urged to be present. There are cer- 
tain great issues which the grain trade 
is compelled to face. There are many 
difficult problems which must be 


solved. There are certain decided 
trends and tendencies in the trade 
which must be given consideration. 
Only those dealers who are fast asleep 
have failed to realize this. 

Speaking for the executive commit- 
tee and the directors, it may be said 
that this convention will be different 
from the average run of trade asso- 
ciation meetings. It is not designed 
particularly for the purpose of provid- 
ing the dealer with a good time and 
an outing, although everyone who 
comes may be certain of a good time. 
The principal purpose of this conven- 
tion is to transact business, to discuss 
methods and to solve problems in such 
a manner that it may be translated in 
terms of actual benefit and good hard 
dollars to the dealer. 

There are skeptics who doubt wheth- 


er any good can possibly come from 
meetings of this kind. There are deal- 
ers who seem to be. so fast asleep that 
they do not realize that anything needs 
to be done, but there are hundreds of 
others who see and know and under- 
stand and who are willing and anxious 
to see some definite and concrete ef- 
fort made. To all such a profitable 
day at the Hotel Statler on Thursday, 
December 20, is promised. 

For those who desire the service, 
reservations for rooms will be made 
by the association office. A letter stat- 
ing that you will be present and indi- 
cating the kind of room desired, will 
be sufficient. It is confidently expect- 
ed that this occasion will bring out 
the largest group of New England 
dealers ever gathered together at one 
time. 


Eastern States Exchange Sales 
Exceed $10,000,000 


Tce following item is reprinted 

from the November 10th issue 
- of the Springfield Union, and 
constitutes part of the report of John 
D. Zink, general manager of the East- 
ern States Farmers’ exchange. It is 
published without comment on the 
theory that to the wise no comment 
is necessary. 

“The exchange has for its purpose 
the purchase and distribution of feed, 
seed, fertilizer, paint and other farm 
used commodities on a co-operative 
basis, serving some 25,000 farms in 
nine eastern states. It is a nonstock, 
nonprofit organization owned by the 
farmers, for which it serves as purchas- 
ing agent. It is unique in that it has 
no membership fee, anyone making a 
purchase through the exchange auto- 
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matically becoming a member of the 
organization. 

“Operating on a profit-sharing basis 
which provides that surplus earnings 
are returned to the buyers-members 
as patronage dividends and having 
achieved an efficiency of operation so 
that the handling of commodities 
through the exchange is less than 2.8 
cents on each dollar of purchase, the 
exchange is capable of rendering east- 
ern farmers a great saving in the pur- 
chase of farm materials. 

“The exchange owns a large modern 
feed mill in Buffalo, and has recently 
built a new seed warehouse. These 
two properties are valued at $1,000,000. 
Because of its rapid growth, the ex- 
change recently completed a new of- 
fice building on Elm street, West 
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Springfield, moving from its old loca- 
tion at 33 Lyman street, Springfield, 
on October 12. 

“Last year the exchange’s business 
totaled more than $7,000,000. This 
year, however, the $8,000,000 mark was 
passed in September, and prospects 
are that the exchange will handle mcre 
than $10,000,000 of business this year. 
Monthly reports have broken all pre- 
vious business for corresponding peri- 
ods in years past.” 


LOMIRA ELEVATOR CO., Lo- 
mira, Wis., have completely renovated 
its plant and installed a new batch 
mixer. 


Prof. Halpin Gives Tips 
On Poultry Profits 


“Profits from farm flocks,” declares 
J. G. Halpin, professor of poultry hus- 
bandry at the University of Wisconsin, 
“depends to a large extent upon how 
many eggs the hens lay. 

“The average farm does not produce 
all of the feeds that are needed by the 
laying flock. It is poor management 
to get along with what one can pro- 
duce when, by buying a few pounds 
of feed to supplement the home grown 
feeds the profits can be greatly in- 
creased. Hens will not lay well unless 
they are given the right kind of feed. 


SCRAPS| 
FOR POULTRY | :: 


YARDS CHICAGO, ILL 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 


cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


LaBUDDE FEED & GRAIN CO. Milwaukee 


STATE DISTRIBUTORS 


OOOO 


“For economical production, a com- 
plete, well balanced ration should be 
supplied through the entire year. Milk 
and milk products should be utilized 
wherever available. Meat scrap or 
tankage is indispensable, and it is 
‘pennywise’ economy to do without 
them. During cold weather cheap 
meat and fresh ground bone should 
be included in the ration. 

“Coarse oyster shell, clam _ shell, 
dried bone and limestone grit are im- 
portant components of the ration and 
should be purchased regularly. Green 
feed and alfalfa hay have proved their 
worth and should be widely used.” 

Professor Halpin also advocates an 
abundance of sunlight in the hen house, 
even during the coldest winter days. 

“During the winter the windows in 
the poultry house should be opened 
whenever the sun shines,” he advises. 
“The windows should be opened in 
such a way that the sun will shine di- 
rectly on the flock. Even on very cold 
sunny days the windows can be opened 
during the middle of the day. During 
the middle of the day the sunshine has 
more of the beneficial rays than dur- 
ing the early morning or late after- 
noon. 

“At all times keep the flock com- 
fortable and happy.” 


A Lively Leader 


MEANS 
INCREASED INCOME 


LUE RIBBON SWEET DAIRY FEEDS 


are used by thousands of discriminating 


dairymen. 


Increased demand proves their popularity. 
Business builders of good will and friendship. 


BROOKS MILLING co. 


COMPLETE LINE OF DAIRY, 
POULTRY and HOG FEEDS 


TRY OUR 24% PROTEIN DAIRY FEED 


LET | 


Profits Prove 


IT 


BROOKS MILLING CO. 


MINNEAPOLIS, MINNESOTA 
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Feed Stores Lacking -| 
Efficient Plan 


For Doing Business, 


Survey Shows 


By Prof. E. H. Rinear 


University of New Hampshire, Durham 


ED dealers are showing greater 
Printers in each other than ever 

before. In place of the old spirit 
of suspicion and independence, which 
formerly prevented them from working 
together, we now find groups of deal- 
ers meeting easily and exchanging 
ideas as they discuss their mutual prob- 
lems. They are also becoming accus- 
tomed to think in terms of operating 
ratios which are the keys to profit and 
loss. 

Fact Finding Survey 

Greater efficiency in operation skould 
result from these contacts. Undoubt- 
edly competition and new methods o 
distribution have helped to bring this 
about. Improved highways have des- 
troyed the isolation which many form- 
erly enjoyed so that now a feed sture 
can expect competition from another 
15 or 20 miles away. It is also a well- 
known fact that customers are de- 
manding more goods delivered to their 
docr than ever before. This raises the 
question of how much to charge for 
delivery. It is one of the many mutual 
problems which managers of grain 
stores are now discussing and trying 
to solve. 

In order to obtain information which 
would enable one manager to compare 
his operating costs with another, the 
New Hampshire Agricultural Experi- 
ment station conducted a survey cov- 
ering the business transacted in 1926 
and including practically all the feed 
stores in the state. It is a good policy 
to follow the remarks of Dean H. L. 
Russell, of the University of Wiscon- 
sin, who once said “first find the facts, 
fix the facts, face the facts and follow 
the facts’. When the station inter- 
viewed the dealers in New Hampshire, 
it was seeking the facts. Later, this 
material was tabulated and analyzed. 
The managers and proprietors were 
invited to a meeting held at the state 
university and the results of the sur- 
vey were presented and discussed. It 
is also appropriate to mention that the 
majority were pleased to have a study 


of this kind made by an impartial 
agent. All of the information received 
was strictly confidential and it was 
further understood that it would be 
handled so as not to reveal the iden- 
tity of one dealer to another. 
56% Keep No Records 
The lack of definite system of keep- 
ing records was one of the outstand- 


ing features brought out by the sur- 


vey. Many stores were being oper- 
ated without accurate account of cur- 
rent expenses or tonnage handled. In 
New Hampshire there are many gen- 
eral merchandise stores selling grain. 
It would not be expected that a man- 
ager of this type of store would keep 
as accurate account of the grain de- 
partment as one whose sales are large- 
ly for feed and grain. Of the 197 
stores visited, 107 would be classed as 
feed stores and 90 as general merch- 
andise stores. Of the former class, 
83 kept fairly complete records, 17 
furnished estimates and the remainder 
were not able ta give any figures. Of 
the latter class or the general merch- 
andise stores, separate records were 
kept of the grain business in 3 stores, 
no attempt was made to do so in 78 
stores, but estimates were given re- 
garding tonnage and_ proportionate 
costs, while there were 9 who made 
no estimates whatever. 

To summarize the above statements, 
fairly accurate records were kept in 44 
per cent of all the stores visited, 
whereas only estimates were available 
in 48 per cent and no information was 
obtained from 8 per cent. Many of 
these stores are being operated at a 
loss as was shown when all the items 
were figured and the management is 
not aware of it. However, there are 
other stores where exact records and 
monthly balances are kept and it is 
known when and how they have made 
or lost money. 

How Feed Was Distributed 

It is a common cause of complaint 
“that the car door method of selling 
is ruining the legitimate grain dealer”. 
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Sane feed store and mill at Dover 
It will be of interest to call attention 
to the different ways feed was dis- 
tributed. Approximately 32,408 tons 
were sold at the car, 47,682 tons were 
delivered to the trade and 132,303 tons 
were sold at the store door, or 15.4 
per cent was sold at the car, 22.4 per 
cent was delivered and 62.2 per cent 
of the feed was sold at the store. 

By selecting. 45 stores from the list 
which were rendering similar services, 
it was possible to make comparisons 
and show how selling costs decreased 
with the increased tonnage sold. When 
making up total costs; in addition to 
the usual current expenses, interest was 
figured on the total investment at 4 
per cent and the value of a proprietor’s 
labor was charged at the straight 
amount of $1,200 for the year. On 
this basis total costs per ton sold dur- 
ing 1926 varied from $2.00 to $10.00 
per ton, although the majority aver- 
aged from $4.00 to $6.00 per ton. 
Through grouping these 45 stores in 
class limits of 500 tons and ranging 
from 500 tons sold in a year and up- 
ward, it was apparently necessary for 
a store to handle from 1,500 to 2,900 
tons in order to insure a net profit. 
There are many exceptions to this 
where the fixed and labcr costs have 
been reduced to a minimum. 

Fixed and Labor Costs 

Separation of the fixed and labor 
costs from the total costs showed the 
effect of volume of business in decreas- 
ing these major items per ton, as they 
decrease sharply after the 2,000 ton 
mark is passed. J.abor costs per ton 
show a greater rate of decrease than 
fixed costs per ton as a store handles 
greater tonnage. There are several 
factors which cause this, not only does 
labor comprise from 50 to 60 per cent 
of the total but there is the other fac- 
tor of inefficient use of labor; too many 
stores are keeping more men around 
than the business warrants. For illus- 
tration, there were several one man 
stores in the state doing over $60,000 
worth of business apiece, while there 
are other stores having two, three or 
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four men employed whose average 
sales per man for the whole year would 
not average over $10,000. The ma- 
jority of the stores in this group of 
45 reported ratios of sales per man 
ranging between $20,000 and $40,000. 

Labor costs, therefore, vary from 
less than $1.00 per ton for 7 stores up 
to approximately $4.50 per ton for 5 
others, while the large majority of 
these 45 stores average between $2.00 
to $3.00 per ton. Fixed costs range 
from less than $1.00 per ton for 18 
stores up to $3.50 per ton for 1 store, 
while the largest group average be- 
tween $1.00 and $2.00 per ton. Even 
though fixed costs decreased rapidly 
with increased tonnage handled, there 
are several things which might cause 
this to happen. One way is through 


x 


the amount of credit outstanding on 
the books. Since notes and accounts 
receivable are included in total invest- 
ment on which a 4 per cent interest 
charge is made, the fixed costs would 
vary in proportion to these amounts. 
Also the men who were able to rent 
a location invariably had a lower build- 
ing cost than those owning their 
stores. 
Book Account Problem 

Not all sales of feed are for cash as 
the majority of dealers know only too 
well. Of the stores visited, 22 were 
practically a cash basis and 129 re- 
ported doing a credit business ranging 
from 5 to 90 per cent of total sales. 
Large amounts were carried in ac- 
counts and notes receivable. Of the 
85 reporting, 47 had less than $5,000 


—and, Now 
INTERNATIONAL 


Health Turkey Rations 


W hat it means to dealers 


International Dealers are making money on the 
complete line of scientifically balanced Interna- 
tional feeds for all farm animals and poultry. If 
you are interested in doing a bigger feed busi- 
ness, write for our dealer plan. 


Health Poultry Mashes_ 


INTERNATIONAL SUGAR FEED CO., MINNEAPOLIS---MEMPHIS 
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charged to this item, while the other 
extreme was represented by 1 dealer 
who had $97,000 entered in this ac- 
count. These 85 stores had a total 
of $934,000 in accounts and notes re- 
ceivable. This is one of the serious 
problems of the feed business. In many 
instances it is the fault of the dealer 
as much as of the customer. The 
stores which allowed something off for 
cash show a decided trend toward a 
greater per cent of cash sales than 
those that allowed nothing. 

Some of the practices which have 
proven beneficial in reducing credit 
sales are: a monthly statement and 
definite time limit when account has 
to be paid or transferred into the form 
of negotiable paper; refusal to sell 
goods to a customer who allows bill to 
run over 35 days; use of a commercial 
set of form letters for collecting ac- 
counts mailed at regular intervals. 
Grain dealers are not equipped to give 
credit economically as that is the busi- 
ness of the banks. They are in busi- 
ness to supply feed and grain and any 
credit which they do furnish necessi- 
tates extra expense. A study completed 
by the agricultural experiment station 
of Cornell university (see bulletin 430 
—page 24) emphasizes very clearly that 
store credit costs from two to three 
times more than bank credit. 

Gross Margins Vary 

Average gross margins were esti- 
mated in practically all cases. On the 
dollar basis, gross margins ranged 
from $2.00 to $12.90 per ton, with the 
large majority charging between $4.00 
and $6.00 per ton. On the percentage 
basis, gross margins ranged from 8 to 
20 per cent of sales, with the largest 
number charging between 10 and 12 
per cent. It is also important to men- 
tion that three-quarters of the stores 
on a cash basis had gross margins be- 
low $4.50 per ton. Comparison of 
handlings costs per ton and gross mar- 
gins show the average feed business to 
be about “breaking even”. A few are 
doing fairly well and others are los- 
ing money. 

One of the most common ratios used 
in measuring managerial efficiency is 
the inventory turnover. Variations of 
stock turnover of the 45 stores ranged 
from 3 to 20 times, although the larg- 
est number had turnovers between 10 
and 12 times. Further investigation 
shows that those stores having a high 
rate of turnover also had lower costs 
per ton. Another efficiency ratio is the 
turnover of the total capital invested. 
It is obtained by dividing the total 
sales by the total investment. Total 
investment in this study includes the 
tax value of real estate and equipment 
plus value or average inventory plus 

(Continued on Page Forty-eight) 
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MERRY This is indeed a Merry Christmas for The 
CHRISTMAS Feed Bag and we wish it to convey to you 

the best wishes of the Yuletide and a New 
Year of joy, good health and prosperity. 

You will note that this issue of The Feed Bag contains 
52 pages and is the largest published to date. It carries 
more advertising than any previous number; and brings to 
you the news of the feed trade told clearly and concisely. 
It features articles of other dealer’s experiences from which 
you may profit and promotes the movements of every 
worthwhile organization in the feed and grain industry. 
The Feed Bag is your paper, serving you constantly and 
constantly increasing in its capacity to be your servant. 

This issue goes forward to you as our Christmas 
present, a gift that we feel is practical and inspirational. 
It is a forerunner of bigger and better issues with each 
succeeding month, as time makes us better acquainted and 
reveals new ways in which we can be of service. 

It is indeed a Merry Christmas in The Feed Bag offices 
and we wish, with full hearts, that the arrival of this issue 
at your office conveys the happiness that we feel in having 
the privilege to serve you. 


“BUY SEEDS Stock. your store with seeds and instruct 
EARLY” your patrons to buy early. 

The United States department of agri- 
culture reports a shortage. Timothy seed production is 40 
per cent smaller than last year; Kentucky bluegrass is the 
smallest crop in 11 years and alfalfa is one-third below last 
season’s supply. Winter killing has also cut deep into the 
production of clover. 

Farm journals are informing their readers of the situa- 
tion and are giving you an opening to follow up with 
direct mail or newspaper advertising. A recent editorial 
in the New England Homestead reads in part: 

“New England Homestead has no desire to act as a 
calamity howler or cause unnecessary alarm. It feels how- 
ever, that forewarned is forearmed and on that basis has 
presented the seed situation as reported. It looks none 
too encouraging, but what the situation will be next spring 
depends to some extent on the carry-over from the present 
year. Nevertheless, we strongly suggest that farmers will 
avoid unnecessary delay and additional expense if they plan 
their next year’s seed requirements now and secure at an 
carly opportunity those seeds in which a material shortage 
seems apparent.” 

Feed dealers will profit by informing their customers of 
the seed conditions existing in the country and will obtain 
their good will by encouraging them to buy early when the 
prices are low. By this plan the last minute buying rush, 
sO aggravating to the dealer in the springtime, will be 
toned down. 

Advertise by mail, newspaper or word of mouth and 
let your slogan be “Buy Seeds Early.” 


A FIGHTING Few organizations a year old can 
ORGANIZATION thumb the pages of their record and 

find as many achievements and rapid 
growth written therein as the New England Retail Grain 
Dealers association. It signifies good men at the helm and 
willing hands among the crew. 
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The New England Retail Grain Dealers association in 
its brief existence has become a salvation to many en- 
gaged in the trade. Legitimate dealers, until it was organ- 
ized, found no weapon against the competition of car door 
selling and struggled under the handicap of price cutting 
and under selling. Single-handed, the outcome for the re- 
tail dealer would have been inevitable. 

But efforts are now united andthe story is working 
toward a different climax. An extensive advertising cam- 
paign is battering down the bulwark of car door sellers 
and elevating the retail dealer to his proper place in the 
sun. Manufacturers, realizing the value of the association's 
effort, are adding ammunition to the movement with their 
own publicity campaigns directed to the consumers. Price 
cutting, underselling and other unethical business tactics 
are waning. The association is working on a uniform ac- 
counting system for dealers and is attacking the problem 
of over-extension of credit. It is in the field and the fight 
every minute, and the numbers backing it are increasing. 

Elsewhere in this issue of The Feed Bag is a special 
plea to the 400 or more bona fide dealers who should be 
but have not become members of the association. One call 
should be sufficient. The commendable record of the asso- 
ciation in its first year of existence and its determination 
and sincerity to work and to serve for the interests of the 
members speaks for itself. 

No dealer should hesitate to board this sturdy ship 
with his membership. The association exemplifies the spirit 
of the New England pioneers who came to America, worked 
earnestly’ and made a country. Results may also be expect- 
ed from this robust, bouncing, feed dealers’ organization. 


IT CAN’T There are still too many dealers who have 
BE DONE tthe “it-can’t-be-done” attitude. No matter 

what ideas are brought forward for the im- 
provement of their business, or the advancement of the feed 
industry, these fellows always shake their heads or shrug 
their shoulders and say: “It can’t be done.” 

Talk about organization, its need and the service it 
can render. “The idea’s fine,’ we hear, “but it can’t be 
done. Enough dealers won’t join.’ When the roll is 
counted, it is always the “it-can’t-be-done”’ men who have 
withheld their memberships. 

Talk about a new product—oyster shells, grit, cod liver 
oil, etc. The product need not be new but merely one not 
regularly handled by the dealer in question. “No use 
handling that stuff,” he’ll tell you. “Our farmers won’t buy 
it. It can’t be done.” 

The very next dealer visited, in the same or a neigh- 
boring town, will illustrate the other side of the story. 
“Sure, we handle oyster shell. We already have orders 
from our trade for enough to make up five cars and we will 
probably sell two additional cars from our warehouse dir- 
ing the season.” 

Talk about selling feed for cash. Hundreds of dealers 
will say: “It can’t be done.” Many hundreds of dealers, 
however, are successfully selling on a cash basis. This 
number is increasing every day. The difference is not in 
the store, the trade or the locality—it is in the dealer him- 
self. There are too many “it-can’t-be-done” fellows in the 
feed trade. 
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Waukesha-Powered Prater 
Pulverizer at Harper, Iil. 


hey © Power when needed at the 


S | snap of a switch—-the con- 
venience of electric drive 
ervice without its costly idle time. 
Char ges Pay for power only---stop 
standby charges and inter- 

rupted service. 


At present fuel costs a Waukesha 
“Ricardo Head” gasoline engine can 
cut your power bills in two. Both 
belted and direct connected units. 
Safe, Simple, Economical and De- 
pendable. Write for full particulars. 


‘“‘.-Head Engines—They take better care of themselves.”’ 


STATIONARY POWER DIVISION 


WAUKESHA MOTOR COMPANY 
Waukesha Wisconsin 
New York Office: 8 West 40th Street . San Francisco: 555 Howard Street 


Exclusive Builders of Heavy-Duty Gas Engines for Over Twenty Years 
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Dealers Discuss Grinding Charges 
At Wisconsin Rapids Meeting 


Exchange Views on Cash Basis, Feed Delivery, Overhead and Power Cost 
Ward Fallgatter, H. W. Werth to Arrange for Next Gathering at Waupaca 


NOTHER feed dealers’ meeting. 

. Two score interested and par- 

ticipating dealers. President F. 
Kern, of the Central Retail Feed as- 
sociation, at the speakers’ table. D. 
W. McKercher, a director of the as- 
sociation, and local chairman, presid- 
ing. Pretty girl waitresses clearing 
the table of dishes and remnants of a 
delicious dinner, while a lively orches- 
tra, headed by Robert Beppler, mana- 
ger of the Nekoasa Milling Co., Ne- 
koasa, Wis., furnishes music. 

Then a silence and the meeting 
which was held in the justly famous 
Hotel Witter at Wisconsin Rapids, 
Wis., settled down to the serious busi- 
ness of considering and discussing feed 
dealer problems. Feed grinding, cash 
basis, motor truck deliveries, value of 
organization, power cost, general over- 
head and direct selling were subjects 
included in the program. 


Humphrey Discusses Grinding 

Chairman McKercher started the 
ball rolling by calling on H. H. Hum- 
phrey, Northern Milling Co., Wausau, 
Wis., who told of his firm’s experi- 
ences with feed grinding cost. “The 
cost of feed grinding is unknown in 
most retail feed stores,’ said. 
“When you buy bran you know how 
much it costs and that something must 
be added to the cost to arrive at a 
selling price if you wish to mak: a 
profit. When you do grinding the 
average feed dealer only knows what 
he charges. He forgets many items 
of cost until he finds at the end of the 
year, that his grinding business has 
been unprofitable. 

“The reason for this is that so many 
items enter into the cost of feed grind- 
ing and all of these items are hard to 
figure. The kind and cost of power is 
a big item. The type and make of 
mill makes a big difference. The kind 
of grinding you are doing is important 
for fine grinding is in demand, and 
every time you screw your machine 
down, it costs real money which should 
call for an extra charge. The condi- 
tion of the grain is also a factor. 

12c Charge Held Minimum 

“We operate several retail feed stores 
and have various types of grinders. I 
am therefore able to talk from experi- 
ence when I say that a dealer is los- 
ing money when he does grinding at 


10 cents per hundred pounds. You 
can break even and possibly make a 
small profit if you have sufficient vol- 
ume at 12 cents, but to assure a profit 
the charge should be at least 15 cents.” 

A. J. Lang, manager of the Edgar 
Equity Produce Co., Edgar, Wis., pre- 
sented some detailed facts on feed 
grinding cost from his own experience. 
The Edgar Equity Produce Co. oper- 
ates a 22” attrition mill with a 40 h. 
p. electric motor. The mill has snly 
been in operation two years, so revair 
costs have not been high. The origi- 
nal investment was approximately 
$1,800. The electric company makes 
a demand charge of $35 per month, 
plus 8 cents per k. w. for the first hun- 
dred and 2% cents after the first thou- 
sand for power. 


Makes Profit at Edgar 

Mr. Lang charges 10 cents per hun- 
dred pounds for grinding and esti- 
mated that his income from grinding 
for the past year was $4,041.20. The 
machine required two men to operate 
eight months of the year and one man 
during four months, with a resulting 
cost of approximately $2,000. Other 
costs were divided approximately as 
follows: Taxes, $40; depreciation, 
$225; repairs, $126; power, $981.40; and 
insurance, $108. The total cost, as 
figured by Mr. Lang, was $3,480.40, 
leaving a profit of $560.80. Mr. Lang 
did not include any overhead in figur- 
ing the cost or make any allowance 
for interest or losses from bad ac- 
counts, in case any of the grinding 
charges were placed on the books. 

Somebody suggested that it would 
be a good idea to find out what the 
various dealers present charged for 
grinding per hundred pounds. A count 
was made, with the result fhat eight 
dealers said they charged 10 cents, six 
dealers 12 cents, and seven dealers 15 
cents. 

‘Gas Motor for Power 

H. V. Kilpatrick, Waukesha Motor 
Co., Waukesha, Wis., a guest at the 
meeting, was introduced by Chairman 
McKercher. Mr. Kilpatrick said that 
he was interested in the talks and dis- 
cussions of feed grinding costs which 
he had heard, particularly because his 
company was now making an engine 
to supply power for feed grinding 
which he expected would aid the in- 


THE FEED BAG—DECEMBER, 1928 


dustry in helping to solve the problem 
of feed grinding costs. The Waukesha 
Motor Co. has been in business over 
20 years, specializing in the production 
of “L” head four and six cylinder en- 
gines. 

“Waukesha engines to provide power 
for feed grinding,” Mr. Kilpatrick said, 
“can be obtained in various sizes and 
fully equipped, even to include self 
starter if desired. Compared with elec- 
tricity, the Waukesha gasoline engine 
produces power at an approximate cost 
of 2% cents per k. w. The service 
charge is eliminated and dealers hav- 
ing Waukesha installations only pay 
for power as and when they use it.” 

Kujawa and Werth Talk 

A. J. Kujawa, Kujawa Co., Rudolph, 
Wis., told the old but always new 
story of how pleasant and profitable it 
is to operate a retail feed business on 
a strictly cash basis. Mr. Kujawa em- 
phasized the fact that the dealer is 
taking no chance when he changes 
from a credit to a strictly cash basis 
of doing business. “Farmers understand 
the feed dealers’ situation,” he said, 
“and as a general rule will commend 
dealers who make a firm decision to 
sell for cash.” Before going on a cash 
basis, Mr. Kujawa once renewed a note 
every six months for 13 years until the 
accumulated interest was greater than 
the principal. He has been selling on 
a strictly cash basis for about two 
vears and has never had a single seri- 
ous complaint or noticed any loss in 
business. 

Hi. W. Werth, Farmers Co-opera- 
tive Produce Co., Manawa, Wis., told 
of his experiences delivering feed. Mr. 
Werth believes that there is a demand 
from the farmers for feed deliveries but 
has had considerable trouble trying to 
make the service pay for itself. His 
charge is $1.00 per ton for feed deliv- 
ered within a radius of approximately 
five miles around Manawa. This does 
not cover his costs and he would like 
to raise the charge to $1.50 and cer- 
tainly would de so if he was just start- 
ing making deliveries. The Farmers 
Co-operative Produce Co. delivers ap- 
proximately 75 per cent of all the feed 
it sells and operates one Ford and 
one Chevrolet truck. 

President Kern discussed general 


(Continued on Page Forty-four) 
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Carefully Sifted for Feed Dealer Consumption 


‘GREETINGS 
My wish to you, dear reader friends— 
A Christmas that is merry. 
And may the glad New Year bestow 
More joys than it can carry. 


Feed Dealer Parks predicts that all 
the banks will be closed four months 
after the president takes office. Sure- 
ly, Mr. Parks, that’s the Fourth of 
July. 


RAPID CLIMBING 

Joshua Pilkins was returning from 
the funeral of his masterful, home rul- 
ing wife. He passed a feed store and 
an overhanging sign fell with a crash 
on his head. 

“Gosh,” he murmured to the feed 
dealer who revived him. “Hannah 
must have reached heaven already.” 


Se 


A feed dealer installs a governor on 
his truck to keep it throttled down but 
if his wife is governor of the house 
there is no limit'.to speed or wreckage. 


MIXED. SENSES 
Feed Dealer’s Wife: ““My good sense 
tells me that you are going to buy 
me a car for Christmas.” 
Feed Dealer: “It must be your li- 


cense.”” 

CORNHAY WEAKLY NEWS 

Lem Jones, our local feed dealer, 
who fractured his arm writin’ state- 
ments last month, is completely re- 
covered. He changed to a cash basis. 
Lem says that from now on, “there 
ain’t no such word as ‘credit’ in the 
dictionary.” 

Bill Perkins says he can always tell 


when the price of eggs is goin’ up. - 


His chickens stop laying. 

Luke O'Reilly crushed his toe quite 
badly when he became angry when his 
tractor wouldn’t start, and gave it a 
vicious kick. 

There will be an eclipse of the moon 
here next week, as the prohibition 
agents are expected to make another 
raid. 


ALL OVER 
Mule in the farmyard, lazy but quick; 
Boy with a pin on the end of a stick 
Creeps up behind him quiet as a 
mouse— 
Crepe on the door of the little boy’s 
house. 
—Penford News 


Se 


MODERN PEDIGREES 

Visitor: “So that’s a purebred cow 
you have there? And what, may I 
ask, is her name?” 

Hired Man: “Well, I’m sorry sir, 
but I have memorized only the first 
three paragraphs.” 

—Purina Milk Messenger 


“That girl is gifted,” said the suitor 
as he saw his flapper friend submerged 
in Christmas presents. 


POULTRY TONIC 
Feed Dealer’s Son). Bobby: “Why 
doesn’t our canary sing any more?” 


Mother: “Because it’s molting, 
dear.” 
Bobby: “Gee, I wish Aunt Tillie 


would molt.” 


Our New /Year’s’ Resolution—to 
make you smile every month. 


Why not make yourself a fine and lasting 
Christmas presentr 


Munson attrition mills, batch mixers, 
corn cutters, ear corn crushers, etc., 
are built to last and earn their way. 


Descriptive literature for the asking. 


MUNSON MILL MACHINERY COMPANY 


Established 1825 


Representatives: A. D. Hughes Co., Wayland, Mich.; Strong-Scott Mfg. Co., 
Minneapolis, Minn.; Frank Eckert, West Warwick, Rhode Island. 


UTICA, N. Y. 


We wish you a very Merry Christmas and a prosperous New Year 
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View of Monona farm, near Madison, Wis., with part of dairy herd in foreground. 


Wisconsin Uses Quaker Oats Farm 
For Feed Research Work 


Dr. G. Bohstedt Directs Experiments to Find Feeding Value of Fiber 
Results Will Be Available to Manufacturers, Dealers, Livestock Men 


By David K. Steenbergh 


OW much fiber? 
Many have asked and an- 

swered the question, “How 
much protein?”, but little attention has 
been given to fiber in its various forms 
and sources by any of the leading agri- 
cultural colleges, experimental stations, 
or, in a practical way, by feed manu- 
facturers. 

Results Available to All 

The College of Agriculture of the 
University of Wisconsin and the Qua- 
ker Oats Co. are now co-operating in 
a series of experiments which, when 
completed, will go a long way toward 
correctly establishing the feeding value 
of fiber, particularly fiber which is con- 
tained in oat feed, of which there is ap- 
proximately 300,000 tons available at 
present each year. There are manu- 
facturers of oat feed other than the 
Quaker Oats Co. and results of this 
research work with oat feed and fiber 
will be available to all manufacturers 
and users of this by-product. 

The study in itself is definitely a 
study of oat feed to determine accur- 
ately its relative value and best use in 
the feeding of horses, beef cattle, dairy 
cattle, fattening lambs, young cattle 
and swine. It undoubtedly ranks with 
the largest, most comprehensive and 
thorough piece of research work of an 
immediate, economic value that has 
been undertaken by the animal hus- 
bandry department of any of our 
American experiment stations. Be- 
cause of the fiber content of oat feed, 
this study at the same time makes a 
fine beginning for the larger study of 


fiber and fiber values. The work is 
therefore interesting from two stand- 
points. 

Dr. G. Bohstedt, of the University of 
Wisconsin, is directing the research 


Beauty Spot at Farm Entrance. 


work, which is being done by A. W. 
Lathrop and F. B. Wollberg, graduate 
students at the university, working 
under industrial fellowships financed 
by the Quaker Oats Co., but where the 
men are responsible only to the univer- 
sity. The work is being done on Mo- 
nona farm at Madison, Wis., owned 
by Monona Farms Co., a subsidiary of 
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the Quaker Oats Co. The farm was 


purchased especially for the project 
and made available to the University 
of Wisconsin through the courtesy and 
foresight of the Quaker Oats Co. 

J. A. McLean is managing director 
of Monona farm and H. T. Wilson is 
resident manager. Mr. McLean has 
been nutritional authority with the 
Quaker Oats Co. for many years. He 
is a former professor of animal hus- 
bandry in the agricultural colleges of 
Iowa, Mississippi, Massachusetts and 
British Columbia. Mr. Wilson has 
spent practically all of his life 
in agricultural work. He was grad- 
uated from the College of Agriculture 
of the University of Illinois and has a 
master’s degree from the College of 
Agriculture of the University of Wis- 
consin. Prior to joining Monona farm 
he was engaged in animal husbandry 
teaching and research. 

May Cut Feeding Costs 

Practical results obtained from feed- 
ing oat feed have long indicated that 
a certain amount of fiber in a ration 
could be of real value, especially for 
starting and fattening purposes. High 
fiber content ingredients, such as oat 
feed, are available in large quantities 
and at comparatively low prices in all 
seasons of the year. When the ex- 
periments, which are now being con- 
ducted at the Monona farm properly 
establish how much oat feed (and also 
fiber) can be used advantageously in 
rations for various animals and various 
purposes, high fiber ingredients can 
then be given a’ definite feeding value 
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which will reduce the cost of feed to 
the livestock industry. This is why 
the University of Wisconsin is interest- 
ed and why it is engaged in research 
in oat feed at Monona farm. 

Monona farm is located near the 
shore of Lake Monona, just one-fourth 
mile from the city limits of Madison. 
The property consists of 216 acres, of 
which approximately 100 acres are 


planted with corn for silage. Practi- 
cally all of the balance of the farm 
property is utilized for grazing and 
all hay and feed used in _ the 
research work are purchased at 
market prices. The buildings on the 
farm are neatly painted and well kept 
but are not elaborate as special effort 
has been made to maintain average 
farm conditions. With this thought 


OVER SIXTY-THREE YEARS OF SATISFACTION 


BADGER 


paoser Bray, b 


TRADE MARK REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


<a 


| MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 


-SPRINGEFT 


in mind, too, all of the experiments 
are conducted with good grade cattle 
rather than blooded stock. 

Dr. G. Bohstedt in Charge 

The farm was purchased July 1, 1926. 
Unofficial experiments were started 
shortly thereafter but the first official 
research work of the University of 
Wisconsin has just recently been com- 
pleted. It is not likely that the Uni- 
versity of Wisconsin will release any 
bulletins describing the results of the 
research work for at least another 
year, as Dr. Bohstedt is well-known for 
his inclination to question and refuse 
to endorse any results until the same 
have been checked several times. 

The stock on the farm at the present 
time includes about 100 Hereford 
steers, 90 dairy cattle, of which approx- 
imately one-fourth are Guernseys and 
three-fourths Holsteins, three teams 
of Percheron horses and about 200 
chickens. Experiments are also con- 
ducted with approximately two car- 
loads of lambs and 400 swine each 
year. The Quaker Oats Co. conducts 
a poultry experimental farm at Liberty- 
ville, Ill., and consequently no special 
attention is given to poultry at Mo- 
nona farm. A small compact raw milk 
plant is maintained on the farm, and a 
milk route is operated in the city of 
Madison. The milk has a bacterial 
count of less than 10,000 and is con- 

(Continued on Page Forty-one) 
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Jones-McLean Increase Their Sales 
With Movie Advertising 


Texas Firm Discovers That Action On Screen Appeals to Its Customers 


Message Reaches Them When They Are At Leisure and in Receptive Mood 


movies in their home town thea- 

ters strike a new angle of appeal 
that will grow into additional busi- 
ness. 

Under the title of “Hard Work Re- 
quires Hard Muscles” patrons of mo- 
tion picture houses in Hereford, Texas, 
recently watched a team of heavy draft 
horses at work on a construction job, 
their big muscles bulging as_ they 
strain in their collars. 

The scene changed and under the 
title of “Feed Good, Clean Grain to 
Produce Strength”, the film showed 
the horses unhitched at noon-time and 
the drivers feeding them with plenty 
of good grain. 

Jones-McLean Plan 

As this scene faded out there ap- 
peared a row of feed products in their 
respective containers. Next came a 
few letters of the alphabet in a jumb- 
ling, tumbling form that eventually 
straightened out to spell the name 
“Jones and McLean” at the top of the 
picture. Then other words appeared 
one at a time and eventually read— 
“Cotton Seed Products, Salt, Purina 
Chows, Hay, Grain.” Then down in 
the corner flashed a miniature tele- 
phone followed almost immediately by 
the firm’s telephone number. 

At another time, theater patrons ob- 
served a hen laying scene. The first 
of the film showed a pretty girl feeding 
chickens. Then there appeared a scene 
of a hen sitting on the nest, followed 
by the sentence, “The Feed That 
Makes Them Lay”. Next the audi- 
ence. saw the hen getting off the nest 
and as the scene shifted a spotless 
white egg was shown reposing in the 
straw. This was followed by the row 
of bagged feeds and the name of the 
Jones and McLean Co. as described 
in connection with the first playlet. 

These are examples of motion pic- 
ture advertising used by the Hereford, 
Texas, company to present their ap- 
peal of better feed for animals to the 
buyers in their community. They have 
used the method with satisfaction for 
some time. 

However, it isn’t the purpose of this 
article to support motion picture ad- 
vertising against other mediums, for 
all advertising mediums have their qua- 


Pine: dealers who advertise with 


lifications and their limitations. What 
may work well in one community for 
cone feed dealer may not work equally 
as well in some other community for 
another dealer. It is merely to illus- 
trate how this form of advertising may 
be used and why it is sometimes effec- 
tive. 

One thing in favor of motion pic- 
ture advertising is the attention the 
message obtains. While other medi- 
ums might offer greater circulation, 
motion pictures get the attention of all 
persons. There are two reasons for 
this. The first is that those who at- 
tend a motion picture program go to 
be entertained. They watch every 
flicker on the screen lest they miss 
something, for the movies like Shakes- 
peare never repeat. Furthermore, they 
have cast aside all cares of the day, 
cleared their minds of their worries 
and have nothing to distract them. 
Under these conditions it is certain 
that whatever is thrown upon the 
screen will register in their memories 
and will be quickly recalled when they 
desire to buy feeds. 

Action Holds Interest 

The second cause of 100 per cent at- 
tention is the action element in the 
advertisement. All authcrities on ad- 
vertising affirm that action in ads, 
whether they are window displays or 
illustrations in newspapers, will gain 
more results than still tife. 

Another favorable attribute is the 
speed with which the message is pre- 
sented. Most newspaper readers glance 
at their papers to read the news and 
not the advertising. It is the same 
with the motion picture patron—-he 
goes to see a play and not the ad- 
vertising. However, after he witnesses 
a well prepared and presented motion 
picture advertisement, he cannot truth- 
fully say afterwards that he did not 
get some entertainment from it, for as 
in the case of the Jones and McLean 
playlets the scenes, the action and even 
the signature contained something of 
interest. We are all interested in 
watching a team of horses at work, 
and at lunch, a pretty girl feeding 
chickens, a hen on the nest and a fresh 
egg. A little comedy or a touch of 
the educational should be featured in 
all advertisements. 
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Even the trailer which contains the 
firm name and other wording to iden- 
tify the business contains something of 
interest for it is generally filmed by 
trick photography which arouses won- 
der. Letters of the alphabet juggling 
themselves in the air and finally ar- 
ranging themselves in straight lines to 
form sentences, bales of hay, sacks of 
feed doing tricks all are attention get- 
ters. 

Another valuable feature of motion 
picture advertising is the brevity of 
the story. Neither of the aforemen- 
tioned playlets took longer than a 
minute, yet to have fully described the 
scenes giving every minute detail of 
the settings, the characters, what they 
did and how they looked would have 
taken more than one minute’s time in 
either written or spoken words. 

Thus the theater patron gets the ad- 
vertising message before he has time 
to realize that he has witnessed an ad- 
vertisement. Compare the attention 
holding qualities of the motion picture 
advertisement to the slides which are 
frequently used. There is no action in 
them and when the “slide time” comes 
many of the theater goers let their 
eyes and their attention wander to 
something else in the theater to return 
to the screen again when it is evident 
that the non-motion ads have all been 
shown. 

Attendance Is Circulation 

The cost of motion picture advertis- 
ing depends upon circulation which is 
the average weekly attendance enjoyed 
by the theaters in which the films are 
to be shown. Attendance varies with 
different theaters and in different com- 
munities. The character of the playlet 
used also governs the cost. Two kinds 
of films may be obtained. One is the 
stock playlet with an individual trailer 
and the other is the especially prepared 
film, enacted either by the advertiser’s 
own staff of employes with his own 
establishment for the background or 
by the film company’s actors, produc- 
ing a playlet suggested by the adver- 
tiser. This variety of playlet is more 
expensive than the first, and it is a 
question whether or not it is any more 
effective. The trailer which contains 
the firm name, is individual and is 
made up especially for the advertiser. 
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The correct principles 


To make a money profit is not enough. A 
dealer should also make a good will profit 
on every sale. 


But that is never possible unless the con- 
sumer, his customer, makes a profit too. 
The growth of any business depends upon 
this rock bottom principle. It is the dealer’s 
best protection. 


Important also to both dealer and consumer 
is the question of a dependable source of 
supply, prompt deliveries of uniform quality 
at all times. 


The tremendous growth of The Park and 
Pollard Company is primarily due to a close 
adherence to the above principle plus a wise 
provision for improvement by constant 
laboratory and experimental farm tests to 
improve qualiiy and effect economies. 


The PARK & POLLARD CO. 


131 STATE STREET BUFFALO, 
BOSTON, MASS. NEW YORK. 


Poultry Feeds: Lay or Bust Dry Mash - Red Ribbon Scratch - Growing Feed - Intermediate 
Chick Feed - P&P Chick Scratch - P&P Chick Starter—Dairy Rations: Overall 24% - Milk- 
Maid 24% - Bet-R-Milk 20% - Herdhelth 16% - Milkade Calf Meal—Other Feeds: P & P Stock 
Feed - Bison Stock Feed - Go-Tu-It Pig and Hog Ration - Pigeon Feed - P&P Horse Feed 


Pocahontas Table Corn Meal. 
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That Competitors 
Use Cheap Fillers 
Is Refuted 


long ago abandoned the destruc- 

tive and condemnatory type of 
advertising which once flourished, but 
which long since has passed into the 
limbo of all discontinued practices not 
consonant with the modern concep- 
tion of fair play. Trade associations, 
the International Advertising club, the 
better business bureaus and a host of 
other agencies, including the federal 
government itself, have labored long 
and effectively to bring about, not only 
the practice of truth in advertising, but 
a high ethical standard in advertising 
and business promotion, that permits 
of no knocking or criticising of a com- 
petitor or his product. Generally speak- 
ing, the Golden Rule has become the 
yard stick by which the manufacturer 
and the distributor lays out his adver- 
tisng and sales policy. This consti- 
tutes the soundest kind of good sense, 
for it is to this type of sales effort that 
the public most readily responds. 

Feed Trade Advertising 

Unfortunately, there are those en- 
gaged in business who have not as yet 
adopted these high standards, and be- 
cause of this we find the federal trade 
commission, the better business bu- 
reaus and similar organizations still in 
operation and still with work on their 
hands. For the most part, manufac- 
turers and dealers in mixed feeds and 
feedstuffs adhere strictly to the high 
ethical standards which control in 
modern' business generally. There may 
be a few of the smaller concerns who 
lag far behind, but among those whose 
reputation has been established during 
long years of painstaking effort and 
whose products are regularly adver- 
tised, there is practically none of the 
“knocking” and destructive type of ad- 
vertising done. 

It is with this in mind that we read 
with a good deal of grief and chagrin 
in the July issue of the Eastern States 
Co-operator, the house organ of the 
Eastern States Farmers’ exchange, an 
article entitled “Food For Thought If 
Not For Cows”, which is a sad de- 
parture from the high standard which 


the grain trade in, general has set for 
itself. Obviously the editor did not 
give a second thought to the prepara- 
tion of the article in question or it 
would never have made its appearance 
in print. 
Eastern States Violation 

Readers of The Feed Bag will be in- 
terested in this article and for this 
reason it is reprinted practically in full 
herewith. One may judge for himself 
whether or not this type of advertis- 
ing conforms to the modern standards 
or whether it concerns itself at all with 
the truth in advertising theory. In- 
deed we shall be surprised if the reader 
does not come to the conclusion which 
seems almost inevitable, that it direct- 
ly violates and outrages all the high 
principles and standards for which the 
better class of business has so long 
contended. The most charitable view 
of the article is that the writer and 
the concern represented have not as 
yet come to a full appreciation of the 
real worth, in terms of public confid- 
ence in business in general, of the 
higher standards of business ethics 
which now so universally prevail. 

The article is written with some de- 
gree of skill. Its intent is to show 
that most, and possibly all, the feeds 
with which the particular brands put 
out by the Eastern State Farmers’ ex- 
change come in competition, contain 
considerable quantities of fillers or 
adulterants. It makes its case with a 
very adroit beginning and a most 
sweeping conclusion. Incidentally, it 
is a very direct challenge to the feed 
control service in the various states 
where its own feeds are sold. Of all 
this we leave the reader to judge. We 
emphasize the most salient points by 
italics and leave out only such por- 
tions of the whole article which are 
not relevant and which, do not in the 
least change or modify its meaning. 
The article begins as follows: 

“The Eastern States Farmers’ exchange re- 
cently received a letter from a wholesale grain 
and feed company in the Middle West express- 
ing the hope that the exchange would be inter- 
ested in receiving quotations regularly on the 
feed ingredients it is distributing to feed manu- 


facturers. Of the 20 ingredients and grains 
listed nine were: Corn screenings, wheat screen- 
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Eastern States Claim. 


Lynne P. Townsend, secretary of the New 
England Retail Grain Dealers association 
and author of this article. 


ings, oat clips, oat feed, oat hulls, barley screen- 
ings, red top screenings, elevator dust, and 
salvage wheat. 

“The Eastern States Farmers’ exchange is 
composed of farmers who are capable of formu- 
lating a pretty good balanced ration for their 
cows or poultry. None of them would include 
any of these ingredients in their mixtures. 
Because eastern dairymen and poultrymen 
would not themselves consider placing any of 
these ingredients in their rations, they are too 
apt to forget that some feed mixers do use 
these ingredients in the rations they manu- 
facture and sell to farmers. 

‘“‘Laws in the various states regulating the 
sale of manufactured feeds have attempted to 
protect purchasers of these feeds by insisting 
that a guaranteed chemical analysis accompany 
each sack and that the ingredients used be listed 
also. The state laws can hardly go further than 
this. The chemical analysis can be checked. 
Although a microscopic investigation will 
usually reveal what ingredients are pres- 
ent in a mixture, no inspection will reveal 
the proportions of each. In other words, the 
state governments confine their control to cer- 
tain general limits which they usually can 
check. But there are certain by-products such 
as elevator dust, which can seldom be detected 
when mixed with a number of other ingredients, 
and the invention of the hammermill process 
of grinding by-products has added new in- 
gredients to this list. A hammermill can pul- 
verize an oat hull until it takes on the appear- 
ance of flour. Even the older modes of grinding 
make it difficult to detect the quality of grain 
ground, especially when the ground grain is 
mixed with other ingredients. * * * * * * 

“The Eastern States Farmers’ exchange has 
not confused ‘low costs’ and ‘low prices’. So it 
is that the Eastern States Farmers’ exchange 
has restricted its price reducing efforts to sim- 

lifying as far as possible the methods of manu- 
acturing and delivering commodities and to 
making purchases as near the source of supply 
as possible consistent with economy. 

“During the past few months, farmers have 
seen more clearly than ever before the effective- 
ness of the Eastern States Farmers’ exchange 

rinciple when applied to feed distribution. 

he plan as executed is so much more eco- 
nomical that Eastern States consumer prices 
can be met over a large area month after 
month and year after year by the other 
methods of distribution only by the in- 
clusion of lower grade ingredients or lower 
8rade feeds than the Eastern States Farm- 
ers’ exchange distributes.’’ 


We pause here to categorically deny 
the statement contained in the last par- 
agraph. Eastern States prices have 
been met and are met every day all 
over New England by local dealers 
who handle the best brands of the 
most reliable and reputable manufac- 
turers, whose products will stand the 
test for high quality in any competi- 
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Stecam-cooked 


Toasted 
minevalized 


There are at least 100 good brands of 
ordinary laying-mashes on the market. 


And the selling-talk for any one of them 
will do as well for them all. 


@ Which fact explains the cordial welcome that is being given 
the new all-mash laying feed—LAY-ALL. 


@ LAY-ALL has outstanding selling-points. Any feed-mer- 
chant, or his employes, can quickly grasp these points—and 
sell seven out of every ten poultrymen in his community. 


CHAPIN KERNEL SELLING-POINTS 


No. 1—The appearance of these Kernels is such as to attract 
the attention and curiosity of every poultryman who sees them. 


No. 2—The smell and taste of these Kernels is sweet and clean. 


No. 3—The toasting and drying process leaves Kernels with 
5% \ess moisture than ordinary mashes. 


No. 4—The poultryman, with 3/5 as much Lay-All, gets more 
eggs from his flock at a much lower feed-cost. 


No. 5—Kernels are sterilized"by toasting and are fed in hop- 
pers—hence less apt to act as carriers of disease-germs. 


No. 6—Easy to feed at any time by any child or inexperienced 
grown-up. Scratch-feeding is done away with; so is the mix- 
ing of mashes, wet or dry. 


The complete line of Chapin Kernels includes: START-ALL for baby 
pH sr GROW.ALL for intermediate chicks; LAY-ALL, an all-mash lay- 
ing-feed. All Kernels can be fed, with equally good results, to turkeys, 
ducks, geese, guineas, pheasants, pigeons. 


@ Send for samples and circulars that tell the complete story—including 
additional selling-points that will induce your poultrymen to try these feeds. 


@ Chapin Kernels is the one feed on the market that your competitor can- 
not imitate with a ‘‘just-as-good”’ feed at a lower price. It will pay you 
to secure the exclusive sale of Chapin Kernels in your trading territory. 


CHAPIN & COMPANY 


327 S. La Salle Street, Chicago 
MAKERS OF UNICORN DAIRY RATION FOR 23 YEARS 


J 
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tion. Not only are Eastern States 
prices met, but the dealers’ price is 
frequently lower than theirs and this 
statement is made advisedly and only 
after careful comparisons have been 
made. There are some dealers who 
are putting out their own brands of 
mixed feeds, many of them on the 
famous “open formula” plan at prices 
far below those of the Eastern States 
and they are not using cheap fillers 
either. 

After stating that there has been an 
abnormal shortage of the usual “filler” 
ingredients during the last season, the 
writer of the article goes on to say: 

“Apparently some ingredients can still be 
bought at a low price per ton for a 16 per cent 
pasture ration manufactured in New England 
was selling June 22 for $47 a ton in Vermont, 
while bran was selling at the same store for 
$54 a ton.” 

Here we have the clearest kind of 
a suggestion that the manufacturer of 
the feed in question was using a cheap 
filler. The writer does not say so in 
so many words, but the inference is 
just as clear as though he did. Many 
of our readers will guess immediately 
the name of the manufacturer at whom 
this shot is taken. Just out of curiosity 
we investigated the 16 per cent pasture 
ration put out by this concern which 
by the way, is one whose reputation 
is unquestioned, and the quality of 
whose feeds is considered among the 
highest in this territory. We saw the 
formula upon which this ration was 
made and there was not a single ounce 
of filler in it. It did sell for $47.00 
per ton in Vermont on June 22, a 
price obviously astonishing to the 
Eastern States, but nevertheless a fair 
price for a good product. 

The next paragraph is just as far 
from the actual facts as the one pre- 
ceding: 

“The feeds of manufacturers who spend large 
sums to advertise and sell their feeds as qual- 
ity rations have sold generally this spring far 
above Eastern States prices. The cheap 
feeds have sold much closer to Eastern States 

rices than usual. One manufacturer of flex- 
ible open formula feeds recently admitted that 
he was setting price as his goal by heading his 
advertisement ‘Priced for Summer Feeding’. 


Manufacturers of low priced feeds seldom 
head their advertisements so appropriately.”’ 


Here another manufacturer has been 
pointed out almost by name since ‘he 
quotations from his advertising are a 
sufficient clue to his identity. Another 
statement of fact should be inserted 
here, since it has a material bearing 
on the reference above concerning 
“large manufacturers who spend large 
sums to advertise and sell their feeds”. 
The Eastern States Farmers’ exchange 
is by far the largest user of advertis- 
ing in the sale of feeds in the New 
England territory. 

There is much more that could be 
said in connection with this whole 
matter. The question of the use of 
fillers in feeds and which is empha- 


(Continued on Page Forty) 
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Ray Anderson Arranges His Store 
To Make Every Inch Pay 


Convenient Room Devoted to Display, Storage and Sale of Small Items 
Unique Use of Space Gives Customers Convenience of Corner Location 


WENTY feet wide and a single 

: story in height, painted in dis- 

tinctive colors, the store front 
of Ray Anderson, Longmont, Colo., 
proves the beginning of surprises. An- 
derson, who left a rented farm and 
started to sell feed ten years ago, is 
known as one of Northern Colorado’s 
successful and progressive dealers. His 
feed store is arranged to yield the max- 
imum of convenience, facilitating the 
largest possible volume of business. 

Well-Arranged Buildings 

The store front is, indeed, the small- 
est thing about Ray Anderson’s feed 
business. 

The lot is 50 by 125 feet. Only 20 
feet of this is used for the building at 
the front. The remaining 30 feet pro- 
vide, space for scales, a necessity for 
the coal department of the business, 
and for an entrance for customers’ and 
the store’s own trucks. There is an 
alley at the rear. 

Extending back from the street line 
is a brick building 20 feet wide and 
75 feet in depth. Roughly, the first 
12 feet of depth is used for an office, 
separated from a small lobby at the 
entrance with a long counter. There is 
some space here for floor and table 
display of poultry appliances, ete. 
Space on the walls is used for adver- 
tising material of manufacturers. Dis- 
play windows have shallow depth, 
hardly more than two feet, but they 
are well used. 

Room for Small Items 

Directly behind this front room is 
a side door entrance. This room is 
equipped with shelves, a number of 
small bins, counter space, etc., and 
here are kept proprietaries, salt, poul- 
try appliances, etc., together with a 
full line of poultry and dairy prepara- 
tions, customarily bought in small 
quantities. 

The room beyond has a depth of 
about 40 feet. On the exposed side are 
two wide doors, well spaced, providing 
for free movement of feed. The store 
continues with a building of older con- 
struction, 50 feet by 30 feet, also pro- 
vided with well-spaced entrances, side 
and rear. 

A unique feature of the premises is 
the cement loading and unloading plat- 
form. This begins, narrow, at the side 
door entry to the small-goods room, 


and swings outward with constantly 
increasing width, until it meets and 
passes the rear building. 

That cement platform, flush with the 
floor of the feed store, is at the same 
time very convenient for the trucks and 
teams which pull up beside it. 

Demand for Grinding 

Feed grinding has become a profit- 
able part of the business. A fine grind 
is demanded by farmers, and Anderson 
has found it pays to cater to them. 
The business has grown so fast that 
his equipment has not kept up with it. 
A second grinder of 60 horsepower, to 
supplement the present smaller mill, is 
in transit to the store. Plans call for 
remodeling the rear structure, building 
a second story to permit an efficient in- 
stallation. 

Ray Anderson has an_ inside-the- 
block feed store location, but his unique 
use of space gives him, in effect, the 
convenience for loading and unloading 
of a corner location. He employs three 


Sturtevant Supply Co. 
Adopts Cash Basis 


Oscar A. Christianson, and Leonard 
P. Christianson, enterprising proprie- 
tors of the Sturtevant Supply Co., 
Sturtevant, Wis., are now operating 
their business on a strictly cash basis. 
A letter to The Feed Bag tells about 
the change as follows: 

“For the past year or more we have 
been reading in The Feed Bag about 
the different feed dealers going on a 
cash basis, but not doing it ourselves. 
However, during the past summer we 
decided that in the fall we would go 
on a strictly cash basis, which we did 
on the first of October. 

“Now, after only a short- month’s 
trial we cannot understand why we did 
not do it long ago. We lost a few cus- 
tomers of course but in their places 
we have new ones who are glad to 
pay cash in order to’save money- We 
can easily see that getting cash is go- 
ing to enable us to keep a better stock 
of feed on hand at all times.” 

The Sturtevant Supply Co. has a 
large trade, and handles a variety of 
products, including coal, seeds, cement, 
sand, gravel, machinery, wire, hard- 
ware, etc., in addition to feed, as well 
as operating a grist mill. 
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men and maintains three trucks. He 
spends, personally, comparatively little 
time in the office, which is in charge 
of a trained bookkeeper. Ordinarily, 
Anderson is “out back.’ He is the 
type of man who does things and the 
atmosphere of the organization is one 
of get-there and hustle. 
Considers Cash Basis Best 

Signs posted at various points about 
the premises declare, “All grain strict- 
ly cash.” 

Ray Anderson believes that credit 
is one of the most difficult problems 
the feed dealer has to contend with. “I 
wish that my business was on a strict 
basis,” he told the writer. 
“Straight cash is the only sound basis. 
It isn’t easy, however, to get on a cash 
basis and maintain it. 

“Many of my customers I have 
known for years. We are personal 
friends. What can a man do when 
such a customer makes an appeal for 
credit? It is mighty hard to say no. 

“IT am highly in favor of organized 
effort to extend the scope of the cash 
policy in the retail feed trade. I am 
an advocate of cash selling and con- 
stantly try to approach as close as I 
can to the ideal condition. I am ready 
to admit that I fall much more short 
of it than I wish I did! 

Value of Established Brands 

“I believe in co-operating with com- 
petitors. There is usually room in the 
field for every one of us, and we make 
much more by hanging together than 
by instilling hard feelings and sharp 
competitive practices among’ ourselves. 

“T have found a trade-marked, well- 
advertised line of prepared feeds a 
valuable thing for my business. A feed 
man who handles an outstanding line 
has something no competitor has. It 
sets him apart from the rest.” 


NEW LONDON’ ELEVATOR, 
Russell, Minn., has installed a feed 
mill. 


D. S. CHURCHILL and L. C. 
Moore have purchased the wholesale 
and retail feed business formerly op- 
erated at 17 West Second street, 
Jamestown, N. Y., under the name of 
the Electric Mills Co. Both men form- 
erly were employees of the company, 
which they have reorganized under the 
firm name of the Churchill-Moore Co. 
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Why the Miracle Ace Better 


HAMMER MILL to make the most money for you should grind 100 pounds 
A of anything through the same size screen with less horse power than any other 
hammer mill. The Miracle Ace Hammer Mill because of its 4 points of superi- 
pie ority—Its cast in bloc, one piece rotor; its heavy corrugated tee head corrugated hammers 
weighing 42 ounces; its front and back corrugated plates and its heavy one piece mill 
housing forever preventing any side whip, vibration or heated bearings, are the things 
that give this mill double the capacity of most hammer mills on the market. 


ti, There are other merits of this mill that you ought to look into—instead of afterwards 
being sorry. 


1 Our heavy steel deflector bar across the top of the 
* hammers make this mill absolutely safe. It has 
never and cannot, ‘‘explode’’ and injure workmen. 
It has never caused a fire. 


2 Many money losses are made every day in hammer 
* mill grinding because it is so much trouble to 
change screens in most hammer mills. Go to a 
Miracle Ace mill in operation and change a screen— 
you will do it in half a minute. Then, if you can get 
any other hammer mill agent to let you change 
screens on his mill, go and do likewise, then compare 
time and skinned knuckles. 


Don’t take anyone’s word, go and see these things 
for yourself. Then write for our new booklet 
ib Miracle Ace’’—we will be delighted tosend it to you. No.5 Super Miracle Ace with 75 h. p. motor 


Miracle Sweet Feed System 


The greatest improvement ever made in feed milling is the 
MIRACLE COLD MOLASSES PROCESS. 


For the first time millers are able to have a molasses process that can be used both for a 
custom and a commercial feed mill. No heat and lesslabor. It has been in operation two 
years in parts of the country where it goes to 30 below zero. In operation in 25 states. It 
has many points of superiority over the old hot process—here are four of them. 


1 It will put 50% more molasses on feeds 
* without caking in the bags. 


2 It will put molasses on cotton seed, 
* linseed, peanut or any other greasy or 
oily meals—the hot process cannot do this. 


= It does not require heat, so you have 
* not this expense or the loss from 
evaporation and boiling over. 


4. Tt will not ball up in the feed as the 
* hot process will do if the molasses is 
either too hot or too cold. 


The Simple Agitator of the Miracle Sweet Feed System 


Write for our booklet, “THE MIRACLE SWEET FEED SYSTEM.” It’s a money maker. 


THE ANGLO AMERICAN MILL 
270-300 Kennaday Ave. (CC )M PANY owensboro, Kentucky 


The World’s Largest Builders of Grain Grinding Machinery 
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J. H. Gray 


Milling Co. 


Feed Stores 


Do Million Dollar 
Business in Year 


Rebuilding Gray plant at Little Valley § 


orl HE greatest drawback in 
our business is credit,” ac- 
cording to James H. Gray, 
president of the James H. Gray Mill- 
ing Co., Inc., with headquarters at 
Springville, N. Y. “We tried to sell 
for cash a few years ago, but after 
continuing for two years we gave up 
the plan, as we found that the in- 
creased volume of sales and the better 
margin of profit on the credit basis 
more than offset the advantages of the 
cash plan.” 

' The James H. Gray Milling Co. is 
the largest and one of the most pro- 
gressive in New York state, and hds 
enjoyed steady and rapid expansion. 
When it was incorporated in Novem- 
ber, 1911, the business was all handled 
from the plant at Springville. A short 
time later a second retail plant was 
built at Glenwood, N. Y. A few years 
later a mill at Colden, N. Y., was 
bought from E. E. Reist and in 1918 
a consolidation with the firm of Law 
& Wilber added a plant at Collins, N. 
Y. Two years later the Briggs Bros. 
plant at Chaffee, N. Y., was purchased, 


and in 1921, consolidations were made - 


with D. W. Alsdorf and True & Mat- 
teson which spread the chain of stores 
to Little Valley, Cattaraugus and East 
Otto, N. Y. 

The retail sales in the eight stores 
which are now operated by the com- 
pany, totaled $1,000,000.00 for the year 
ending July 1. A large wholesale busi- 
ness is also conducted and the firm 
represents the Union Starch & Refin- 
ing Co., and the Clinton Corn Syrup 


Refining Co. 

At one time plants were operated at 
Freedom and Elton, but they were not 
owned by the company and they were 
discontinued when it was found that 
the annual volume of sales was below 
$50,000.00. All of the present plants 
are owned by the company, but those 
at Colden and Glenwood are leased to 
A. & W. Wohlhueter and the Chaffee 
plant, the R. B. Cornell Co. The 
James H. Grzy Milling Co. owns half 
interest in these firms. 

All of the plants are equipped with 
grinders and mixers and at six of them 
molasses mixing attachments have 
been added. Licnel True, secretary 
and treasurer of the corporation, orig- 
inated the molasses mixing attachment 
which was patented and the rights 
scld to Sprout, Waldron & Co. 

The company is proud of its new 
Chaffee mill which replaces the old 
plant which was destroyed by fire last 
February. It is considered one of the 
most complete small mills in the East. 
Any feed merchant who is contemplat- 
ing building or remodeling will profit 
from a careful inspection of the build- 
ing and its equipment. It contains an 
attrition mill, corn cutter and grader, 
mixer for dry feeds and molasses 
feeds, power shovel for unloading 
bulk grain, hopper scale and other 
labor and time saving devices. 

In addition to grain and feed, sev- 
eral of the plants handle lumber, coal 
and farm implements. 

Operating an annual business of 
$1,000 000.00 and extending cfed't pre- 
sents some interesting problems. The 
accounts and notes receivable seldom 
total less than $390,000.09 and $5,009.00 
is charged off annually for bad ac- 
counts. The open acccunts amount to 
about $200,000.00 or an interest charge 
of $12,000.00. Add to this the $5,000.00 
for poor accounts and about $3,090.00 
for extra bookkeeping, the total will 
be $20,000.00, or about 2 per cent of 


‘ the annual sales. 


Some of the plants allow $1.00 per 
ton discount for cash sales of one ton 
or more, and three of the plants allow 
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OR: 


E. B. Dunbar 


2 per cent discount on all cash sales, 
unless the customer owes on a book 
account. 

The officers of the progressive com- 
pany are James H. Gray, president, H. 
W. True, vice-president, and Lionel 
True, secretary and treasurer. 

E. B. Dunbar, president of the Mu- 
tual Millers & Feed Dealers associa- 
tion, is manager of the mill at Little 
Valley and is very proud of the addi- 
tion which has just been completed. 


Central Contest Closes 
December 1.5 


Sign them up! 

The membership campaign of the 
Central Retail Feed association closes 
December 15, and dealers who have 
entered the contest are requested to 
make a final effort to obtain the ap- 
plications of their prospects and mail 
them, with thein reports, to David K. 
Steenbergh, secretary, 86 East Michi- 
gan street, Milwaukee. Prizes will be 
awarded to the dealers who have ob- 
tained the largest number of new 
members. 

The drive has added many new 
names to the association’s roster, and 
has increased the prestige to the feed 
industry by strengthening its organ- 
ized representation. Many members 
have displayed a co-operative spirit in 
the campaign and are to be credited 
for their good work in helping to build, 
and support the association which 
ranks among the leading organizations 
in membership and activity. 

More than a week still remains be- 
fore the contest closes. Dealers who 
have prospects for membership are re- 
quested to make one more call and 
persuade them to join. A final effort 
may mean winning a prize. 
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“THE 

MARKET 


a“ Takes greatest pleasure in this 
opportunity for expressing 
® *, thanks for the business ex- 
tended its various members 
:@ during the past year. We are 
2 glad to wish our many friends 
and patrons 


Merry 

Christmas 

and 

Happy 

New Year 

e Commission Merchants Feed Merchants 

ty W. M. Bell Co. Badger Grains and Feed Co. 
wa Buerger Commission Co. Cahill Grain & Products Co. 
wn Roy I. Campbell Deutsch & Sickert Co. 
Be Fraser-Smith Co., Ltd. Franke Grain Co. 

Johnstone-Templeton Co. 

<4 Leonard J. Keefe 

LaBudde Feed & Grain Co. 
J. V. Lauer & Co. Newton Feed Company 
es Mohr-Holstein Com. Co. 

Shippers 

Grain Futures 

i Cargill Grain Co. 

24 B. J. Aston, Inc. Donahue-Stratton Co. 
Oy C. H. Baumann Co. P. C. Kamm Co. 

a E. J. Koppelkam The Riebs Co. 


MiLwaukEE CHAMBER OF COMMERCE 


ee ESTABLISHED IN 1858 THE MARKET OF PERSONAL SERVICE 


\ 


Page Twenzy-twe THE FEED BAG—DECEMBER., 1928 


Le 


4 


DAD 


<4 


PIE 


a 
| 


Get Feed Displays Before Crowds 
At Center of Town 


Stores Located on Track Can Borrow Windows on Main Street 


Effective Exhibit Used By Robinson Grain Co. Is Explained 


HERE crowds are, there also 

\ \ are customers for the feed 

store. Most feed stores are 
located on tracks but enterprising feed 
dealers can get their displays before 
downtown crowds. 

This fall, for example a window dis- 
play of the Robinson Grain Co. was 
one of the most extensively studied in 
Colorado Springs, Colo. The display 
was in the heart of the downtown busi- 
ness section and it cost the company 
nothing for space. 

As a member of the Chamber of 
Commerce, the Robinson Grain Co. 
was given use of the chamber’s dis- 
play window—about twice the average 
width. The branded advertised com- 
mercial line of feeds, which the Rob- 
inson Grain Co. handles, was featured 
in a display which commanded atten- 
tion and could be expected to reach 
feed buyers of many different kinds. 

Eleven posters served to provide a 
background for the display. Each one 
was a complete advertisement for some 
product sold by the Robinson Grain 
Co., and all were supplied by the man- 
ufacturers. Below these, in a great 
arch from left front to right front was 
a row of bags of feed—fifteen different 
kinds! In front of these bags, in an- 
other arch, the company name was 
spelled out on the floor. The letters 
were about 18 inches high and each 
letter was made with advertising book- 
lets on one preparation. 

Thus, the initial letter, “R”, was 
composed of booklets on hog feeding. 
The letter, “I”, was a booklet, in dif- 
ferent dress, entitled, “How to Get 
Quality Dressed Poultry.” One of the 
“O’s” was a booklet on steer feeding. 
The first “N”, was on rabbit manage- 
ment and the second, “Dairy Pros- 
perity.” The final letter of the business 
name was made of a booklet giving 
pointers on dog feeding. 

Finally, close to the sidewalk, were 
a dozen or more open sample boxes, 
showing how different feeds looked 
with cards telling of the various in- 
gredients used in their manufacture. 

There are several thousand commer- 
cial associations in the United States. 
Feed dealers commonly hold member- 
ship in such associations. In a ma- 
jority of cases, arrangement for the use 
of the chamber window for display 
purposes can be made and it is mighty 


good advertising. 

Besides commercial organizations, 
there are other downtown ~ windows 
available for courtesy and good will 
displays. Many banks with display 
windows will loan them for a cour- 
tesy exhibit to feed store clients. News- 
papers will do the same and sometimes 
arrangements can be made with non- 


Ohio Grain 
Conclave 


EMBERS of the Ohio Grain 
M Dealers association are plan- 

ning to celebrate the 50th 
birthday of their organization next 
June with a two-day boat trip from 
Toledo to Mackinac island. Meetings 
will be held on the ship and special 
entertainment will be previded. 

W. W. Cummings, secretary of the 
association, is making early arrange- 
ments and has sent a letter to all mem- 
bers requesting them to inform him if 
they plan to make the trip. He writes: 

“It has been suggested that the as- 
sociation hold its 50th annual meeting 
next June on a boat and we have a fine 
offer of a boat that will accommodate 
500 persons on a two-day trip to 
Mackinac island and return. 

“The entire expense of the trip wil! 
be $30.00, or a little less, per person. 


Paint Feed Store Roofs 
To Guide Airplanes 


Feed dealers are requested to help 
promote commercial aviation by mark- 
ing the roofs of their buildings to 
guide the aviators who fly -over the 
country. 

The request is made by the Daniel 
Guggenheim Fund for the Promotion 
of Aeronautics. Postmasters in all 
towns with a population between 1,000 
and 50,000 are leading the airway 
markings movement and dealers are 
urged to work with them. 

Bulletins describing the proper meth- 
ods of marking roofs will be sent to 
dealers on request from the Guggen- 
heim fund office, 598 Madison avenue, 
New York City. Postmasters of the 
dealers’ towns will also furnish infor- 
mation. 
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competitive friendly stores. 

Window displays will augment the 
feed dealer’s sales, just as they do the 
shoe man’s and the druggist’s. Give 
them a chance! And at least occa- 
sionally find some way to get a dis- 
play before the downtown crowds. 
This can be done inexpensively, and it 


will pay. 
Dealers Plan 


on Boat 


This includes fare, berth and meals, 
and there will be nothing else to buy 
on the entire trip. We would leave 
Toledo Sunday afternoon and. return 
Tuesday afternoon. The boat will be 
reserved entirely for members of the 
association and their families. In fact, 
we insist that the boys bring their 
wives, if possible, as there will be 
plenty of entertainment for all. 

“There will be an orchestra aboard 
for dancing and concerts and_ short 
meetings will be held on the boat, 
when they will not interfere with other 
attractions. 

“The trip through the Detroit river 
and St. Clair flats is beautiful. The 
meals are the best served anywhere. 
The staterooms and berths are the 
best. There will be steamer chairs 
and rugs and the boat is steam heated, 
should the weather be cold. Various 
deck games will also be played. 

“Now, to make this trip possible we 
must know at once how many would 
desire to make the trip, so we can go 
ahead and make necessary arrange- 
ments. Your early reply will help us 
decide whether we will make the trip 
or not.” 


S. M. RICHARDS’ feed mil! at 
Great; Valley, N. Y., has been discon- 
tinued following the death of the pro- 
prietor and former operator. A New 
York condensery has purchased the 
mill, and will convert it into a milk 
station. 


ADOPTS CASH BASIS 
J. F. Curtis, Sharon, Vt., has adopted 
the strictly cash basis of doing busi- 
ness, having notified all of his custom- 
ers of the change, which was effective 
November first. 
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MORRISON IS PROMOTED 


Prof. F. B. Morrison, who was co- 
author with the late Dean W. A. 
Henry, of the University of Wisconsin, 
of Feeds and Feeding, has notified The 
Feed Bag of a change in his address. 
Professor Morrison recently accepted 
appointment as head of the department 
of animal husbandry of the New York 
States College of Agriculture, Ithaca. 
For the past year and a half, Profes- 
sor Morrison was director of the New 
York Agricultural Experiment station, 
Geneva, and prior to that time, was 
head of the department of animal hus- 
bandry at the College of Agriculture 
of the University of Wisconsin. 


Badger Seedsmen Organize 
Teweles Is President 


HE seed trade in Wisconsin 
has organized. 


At a meeting held at Mil- 
waukee, November 2, the Wisconsin 
Seed Dealers association was formed 
and officers were elected. 

Purpose of the association, as ex- 
plained in its constitution, is the de- 
velopment of: friendly business relations 
between its members; promotion of le- 
gitimate interests of the seed trade 
within the state, and the co-operation 


HAINES 
MIXER 


FEED 


The Grain Machinery Co. 
Marion, Ohio 


We want live sales representation in our open territories. 


Mixes rapidly, thor- 
oughly and uniform 
ly. 


Mixing always vis- 
ible. Vibrating Sack- 
ing Platform. 


A self-contained unit 
shipped completely 
assembled ready for 
operation as soon as 
connected to power. 


No elevator required. 


Nospecial millwright 
labor needed. 


Send for Bulletin 
No. 15-F 


with educational, regulatory authorities 
and other interested agencies for the 
developmeent of a sound and effective 
seed program in the interest of agri- 
culture. 

A Wisconsin seed council, which 
will work with the national council 
and co-operate with the agricultural 
department of the state, was also or- 
ganized. Members elected to serve on 
this body are Fred Kellogg, Kellogg 
Seed Co., Milwaukee; Hugo Teweles, 
L. Teweles Seed Co., Milwaukee; 
William Knauf, Knauf & Tesch Co., 
Chilton, and Kenneth Salzer, Salzer 
Seed Co., La Crosse. 

Officers of the Wisconsin Seed Deal- 
ers association are Hugo Teweles, 
president; Peter Carr, L. L. Olds Seed 
Co., Madison, vice-president; Herbert 
Courteen, S. G. Courteen Seed Co., 
Milwaukee, secretary and _ treasurer; 
and T. H. Cochrane, T. H. Cochrane 
& Co., Portage, Kenneth Salzer and 
Henry Michels, Fond du Lac, direct- 
ors. 

The new organization invites all 
dealers in the state who handle seeds 
to join. 


Increased Sales 
Follow the use of 


TRUVEN'S 


_ FISH MEAL; 
Prourray 


In Mixed Feeds 


The high feeding value of 
STRUVEN’S FISH MEAL— 
its Phosphoric Acid and 
Lime, natural Iodine, natur- 
al Sulphur, 58 to 62% highly 
efficient Protein, the Anti- 
Rachitic Vitamin D—com- 
bine to make it a populari- 
zer of mixed feeds. 


Write us for sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 
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Dealers Eight Wisconsin Stations 
Adopt Cash Basis 


Action is Sponsored by Recently Organized Local Association 
Janesville District Club Holds.Monthly Meeting on November 8 


HE North Wisconsin Retail 

Feed Dealers association, or- 

ganized last October to co-op- 
erate in changing to a cash basis, is 
carrying out its plans. 

Many members reported that they 
had abolished the credit system at a 
meeting held at Rice Lake, November 
27, and others announced that they 
would change their policy on Decem- 
ber 1. 

Eight Stations Affected 

Amery, Clear Lake, Deer Park, 
Turtle Lake, Radisson, Birchwood and 
Campia are now bone dry against 
charge accounts and Rice Lake is un- 
animous for the cash basis, with the 
exception of one dealer. Other towns 
will join the ranks with the coming 
of the New Year and several were 
planning to announce their change in 
policy on December 1. 

George E. Johnston, secretary of the 
association, reports that announce- 
ments are coming to his office daily, 
and predicts a sweeping victory for 
the cash basis. 

Credit to Organization 

The North Wisconsin movement is 
the second to be launched in Wiscon- 
sin this year. Fifteen dealers in St. 
Croix county joined hands last Au- 
gust and changed to a cash _ basis. 
They are now satisfied and happy. 
Eastern and Central dealers are re- 
porting changes of their policy to The 
Feed Bag continually. The cash basis 
has outgrown the experimental stage 
and is recognized as the only solution 
for the detrimental business handicap 
of “too much on the books.” 

The North Wisconsin effort is the 
largest to date, and was originated by 
the members whose foresight con- 
vinced them that a mutual change of 
policy would work to the best advan- 
tage. With the St. Croix county 
achievement it will take its place as a 
milestone of progress in the feed in- 
dustry. The accomplishment is a com- 
pliment to the association, which is 
only a few months old. Officers of 
the organization are A. A. Bergeron, 
Rice Lake president; George E. John- 
ston, Menomonie, secretary and treas- 
urer; Elmer Peterson, Fred Route, W. 
G. Grover and George J. Sauer, direc- 
tors. Membership includes more than 
30 dealers. 

Announcement of the change to a 


cash .basis, which was sent to patrons 
by Mr. Sauer, and which is typical of 
the notices broadsiding the North Wis- 
consin territory, reads: 

“It has been my aim: since I started 


A. A. Bergeron Co. feed store and eleva- 
tor, Rice Lake, Wis. 


in the feed business in Shell Lake to 
do a cash business. 

“However, I have varied from 
strictly cash and extended 10 days’ 
credit, which has'run into months and 
in some cases into accounts over a 
year. 

“My volume of business is large, 
and the volume of profit very small, 
and I find that the amount of my 
charge sales on my books amounts to 
as much as the stock I carry. This 
burden has been getting heavier right 
along, and I find it necessary to go 
on a cash basis. 

“T am sure that this change will 
eventually, if not at once, operate to 
the mutual advantage of my patrons 
as well as to myself. 

“Having decided on a strictly cash 
basis, on and after November 15, no 
more credit will be given. 

“Under this system I will be in a 
position to carry a more complete 
stock, operate more efficiently and re- 
duce my overhead, which will reflect 
in lower prices. 

“T will also send out regular price 
lists. 

“If you entertain a different opinion 
I will be glad to talk the matter over 
with you. 

“It has always been my aim to 


handle the best quality feeds at a rea- 


sonable price and under the new sys- 
tem I will be in a position to take bet- 
ter care of my trade—not having to 
take time to make charges, send out 
statements and worry over old ac- 
counts.” 


FRED W. MARTIN, Lewis, Ia. 
has installed a new hammer mill. 
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ORE than 30 members of the 
M Retail Feed Dealers Associa- 
tion of Janesville and Vicinity 
attended the fall meeting which was 
held at the Chevrolet club, Janesville, 
Wis., November 8. 
Following a hearty dinner arid 
friendly discourse, the dealers centered 
their discussions on local problems, in- 
cluding co-operative buying, cut price 
selling of fertilizers, and retail feed 
price lists. 

At the summer meeting held last 
June, representatives of several Chi- 
cago fertilizer companies met with the 
Janesville dealers, who voiced their 
protests against the farm agent method 
of distribution which existed in the 
territory. A committee, with Ray Far- 
ley, Graham & Farley, Janesville, as 
chairman, was appointed to confer with 
the various fertilizer company officials 
at Chicago for a definite understanding 
of the situation. 

Further discussion was held on this 
problem at the fall meeting and the 
committee was instructed to hold the 
conference at Chicago at some early 
date this winter. 

Feed price cutting was also roundly 
denounced at the meeting. 

William DeLonge, Johnson & De- 
Longe, Avalon, Wis., treasurer, read 
his report which showed that the as- 
sociation was in good financial stand- 
ing. 

The Retail Feed Dealers Association 
of Janesville and Vicinity was organ- 
ized last spring and has been active 
in ironing out local problems. The 
next meeting, at which retail price lists 
and group buying will be further dis- 
cussed, is to be announced later by 
Harold Green, F. H. Green & Sons, 
Janesville, secretary. 


GARNER ROLLER MILLS, Gar- 
ner, Ia., has just completed remodel- 
ing its mill and installed new machin- 
ery for grinding corn and oats. 


NEW RICHMOND ROLLER 
MILLS CO., New Richmond, Wis. 
have opened a branch feed store at 
Stillwater, Wis. 


SCHONEECKEY BROS. New 
Prague, Minn., have purchased the 
New Prague feed mill. from Nick 
Hauer. 
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The 
Best 
Seller 


The 
Best 
Producer 


WITH BUTTERMILK 
COD LIVER OW 
ANO MINERALS 


MANUFACTURED BY 
NORTHERN MILLING CO. 
WAUSAU, Wis. 


This is a BLUE RIBBON year. 


= NORTHERN MILLING 
PROTEIN FAT FIBRE 127, Zz 


INGREDIENTS 
PURE OLD PROCESS LINSEED OIL MEAL. — —2 
D MEAL. WHEAT BRAN CORN == | 


If you want a busy season take on the 
NORTHERN MILLING CO. line of feeds. 


NORTHERN MILLING Co. 


WAUSAU, WISCONSIN 


EGG MAKER MASH 
The Best Winter Egg Producer 


Dairymen 


From all over the territory dealers are re- 
porting an increased demand for this popular dairy feed. It’s the kind of feed 


a dealer likes to handle because it moves fast and in large quantities—dairy- 
men take it by the LOAD instead of by the sack. Order your car today. 


MANUFACTURED BY 
NORTHERN MILLING CO. 
WAUSAU, WIS. 


This 
Is 
The Feed 


Your 


Want 


WITH BUTTERMILK 
COD LIVER O11 
ANO MINERALS 
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Milwaukee Exchange 
May Open 
Securities Market 
In 1929 


HE Milwaukee Chamber of 

f Commerce is now making ‘plans 

for possible expansion of activ- 
ities to include securities trading and 
the erection of a home of its own. 

The board of directors of the cham- 
ber has authorized the appointment of 
committees to make recommendations 
with respect to the two proposals. The 
committee to receive plans and propos- 
als for the new structure has been ap- 
pointed, and includes J. M. Riebs, 
chairman; Harry Stratton, W. A. Hot- 
tensen, Otto Sickert and Edward Fur- 
long. President A. L. Johnstone is still 
considering his appointments to the 
securities market committee. 

Some 25 years) ago, the chamber 
opened a market for trading in stocks 
and this is believed to be the first in- 
stance where a grain exchange con- 
ducted a market for securities. The 
trading was mostly in mining stocks 
in which Milwaukee men were heavily 
interested, but there was some buying 
selling of local and_ industrial 
stocks as well. Interest in the market 
died after two or three years, and 
there was no particular effort to keep 
it alive, so it ultimately ceased to func- 
tion. 

Much interest is now being dis- 
played in the plan to revive stock trad- 
ing and expand it to meet present day 
conditions. Other grain exchanges, in- 
cluding those at Chicago, Minneapolis, 
Kansas City, New York and Boston, 
have either already commenced stock 
trading or are making necessary ar- 
rangements to do so. The Milwaukee 
Chamber of Commerce believes that 
Wisconsin needs a market such as it 
proposes to establish, and the commit- 
tee which President Johnstone will ap- 
point will inquire into the matter of 
listing and trading in stocks and bonds 
in the exchange room under rules to 
be perfected as trading develops. 

With respect to plans for a new 
building, the Milwaukee Chamber of 
Commerce has occupied the present 
structure at 93 East Michigan street 
since it was erected in 1880. The pro- 
perty is owned by the Central Invest- 


ment Co., and the chamber’s present 
lease will expire May 1, 1931. 

“We have always wanted a _ hoine 
of our own,” Mr. Riebs said, “and 
rather than wait until the last minute 
to decide what to do; the committee 
was named to determine the plan of 
action. Sentiment is largely in favor 
of erecting our own building and as 
soon as plans are received a report 
will be made to the directors. We 
want the new building to house all the 
members of the exchange and all com- 


panies, like railroad and transportation: 


lines, who are doing business with the 
grain companies.” 

In the meantime, the price of mem- 
bership in the Milwaukee Chamber of 
Commerce has more than doubled. 
The last sale reported was at $550 and 
higher bids are now being made in the 
pit every day. Inactive memberships 
have been collected, so that now mem- 
bership is practically limited to those 
active in the grain market. 


SHAW & COURSER, Warner, N. 
H., who experienced a bad fire a few 
months ago, are making a plucky fight 


to carry on the business in a small - 


warehouse that did not burn. They are 


just now getting ready to rebuild a part > 


of the burned structure. Their loss was 


covered by insurance to about 60 per 
cent. 


NEW RICHMOND ROLLER 
MILLS, New Richmond, Wis., has 
leased the grain elevator and ware- 
house of A. R. Warnke, Greenwood, 
Wis., and will operate the place as a 
retail plant. 


CORNSTALKS NOW VALUABLE 
Cornstalk Products Co., Danville, 
Ill, recently opened its plant which 
will convert cornstalks into valuable 
cellulose for manufacturing rayon, 
gunpowder and news print paper. The 
firm is reported to be paying farmers 
in the vicinity of Danville $5.00 an 
acre for the cornstalks in the field, the 
new company bearing the expense of 
cutting and removing the stalks. 
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W.N. Howard, Ware, Mass., president 
of the New England Retail Grain Dealers 
association. Much of the success of this 
organization is due to Bill’s hard work 
and enthusiasm. 


EQUITY WAREHOUSE CO., 
Mankato, Minn., has installed an attri- 
tion mill which will double the firm’s 
feed grinding capacity, according to an 


- announcement made by C. A. Barnes, 


manager. 


A. BENTLEY & SON, Fairbank, 
Ia., have purchased and will rebuild 
the old Fairbank Mill, which has been 
closed since high water washed away 
the foundation of the building last 
spring. 


COBLESKILL MILLING CO,, 
Cobleskill, N. Y., has added a new 
grinder to their equipment and have 
installed Hyatt roller bearings, which 


resulted in a reduction in their insur- 
“ance rate and fire hazard. 


F. D. FISH, Ithaca, N. Y., added 
some new equipment to his mill and 
has completed alterations to the build- 
ing. The work has been supervised 
by his son who graduated from college 
last June. 


STORAGE CAPACITY DOUBLED 

W. T. Fraser, Cereal Grading Co., 
Minneapolis, writes The Feed Bag to 
report that his firm is building addi- 
tional storage of 525,000 bushels, in- 
creasing the capacity of Elevator “L” 
to 1,000,000 bushels. The handling ca- 
pacity of the working house is also be- 
ing doubled. 

“This puts us in a position to serve 
our coarse grain customers better than 
ever before,” Mr. Fraser said. “We 
will be able to load mixed cars at a 
small additional cost as compared with 


‘full carloads.” 
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The. feeding chart you have been waiting for 


THE 
| ‘MASTER FEEDING CHART ES) 


On tough, durable 
paper, weather- 
proofed with var- 
nish. Bound at the 
ends with tin to 
hang on 
the wall. 


Fd er de Fead grain mistare with chim chien mith powder, or call meal igrect) Limited Sdage 


SUPPLEMENT TABLE Baby Beef Ration Calf Ration 
‘Amount of protein eupploment to food Weaning to Finish 4 Weeks of Age 

per 1000 Ibs. live weight (per day) First 2 months: ~- aaa 
2-year Olds| Yearlings 


Ibs. 
2% 2% 


through feeding Cows: Fed te 


% 


ber 


Simple, practical rations for all classes of 
farm stock. Approved by experts. This chart 
answers the many questions asked by farmers, 
without favoring either home mixing, mixed 
feeds, or batch mixing. Meets a real need of 
every dealer who has home mixing customers, 
still a big bulk of the business even in mixed 
feed districts. Batch mixing establishments 
can’t afford to be without it, and take the risk 
of poor results with incorrect mixtures. Sent 
free, postpaid. Mail the coupon. 


Linseed Meal Educational Committee, 
Fine Arts Bldg., Milwaukee, Wis. 


0) Send free wall chart No. 912, postpaid. 


Send free copy of new book on Feed- 
ing Management. 


Name 


Name of firm 


Address 


© L. M. E. C. 1928 
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1 
Timothy Early Prime Scant 
DAIRY 
Ground Oats} 
For Dry Cows Calf Meal (Gruel) Grain Mixture 
Ground Corn, Start tw Six Menthe of Age 
3 Hominy. or Barley......... Hominy Corn Hominy.or Barley....200 | Ground Corn, 
50 | 100 
BEEF 
CATTLE 
4 Rough 
Any but Clover | be. Linseed Meal....... 1 part 
: HOGS Trio Mixture | Combination Mixture| Pig Meal Sew Retions 
; : For Fall Pigs after Weaning | For Spring Pigs on Pasture 2 Weeks of Age ae 
(After Weaning) to Weaning = 
: Alfalfa Meal \self-feeder | Linsoed Meal...50 | self-feeder | 
Linseed Meal......-10 | Feed Alfalfa or Clover Hay im 
or full feed of Ear Corn full feed of Ear Corn 
: FULL FEED FOR LAMBS __._ LAMB STARTERS —Whie Noring 
Any Hay but Clover or Alfalfa... to Ys Ib. EWE RATIONS 
Clover or Alfalfa Hay Alone.| A Litthe at the Finish | 
The Universal . Protein Feed 
| Look for it on the Label of Mixed Jeeds/ |~ 


Direct Mail System 
Boosts Sales 
At W.S. Van Derzee’s 


Feed 


RSISTENT, direct mail adver- 
Presine with an effective follow- 

up system, using an idea learned 
at a convention of the Eastern Federa- 
tion of Feed Merchants, has boosted 
the business of W. Sanford Van Der- 
zee, Albany N. Y. 


Mr. Van Derzee’s plan increased his 
feed sales 70 per cent during 1927 and 
30 per cent this season over last year’s 
total volume. 

The method he uses is not difficult 
to put into practice and is effective if 
it is employed regularly and co-ordin- 
ated with a good follow-up. He sends 
a general letter telling the merits of 
his feed to approximately 2,000 farm- 
ers at least four times a year. Mail- 
ings are to all box holders on the ru- 
ral mail routes in the Albany territory 
so the necessity of personally address- 
ing each letter is eliminated. The av- 
erage number of inquiries resulting 
from each mailing is about 8 per cent 
and each of them is tabulated, filed 
and followed up with personal calls. 


“When we call on a customer who 
has answered one of our direct letters,” 
said Mr. Van Derzee, “we diplomat- 
ically make every effort to learn the 
amount of feed consumed on his farm 
and his financial standing. If we find 


- that he is a desirable customer, we 


keep after him and if undesirable or 
if he has a reputation of slow pay, we 
leave him to the other fellow. Our 
records show that this method has re- 
sulted in our obtaining repeat business 
from about 3 per cent of the new 
customers. 


“In addition, each month we send a 
letter personally addressed to our reg- 
ular trade, calling their attention to 
our feeds and soliciting their continued 
business.” 

The letter to which Mr. Van Derzee 
refers is written with a personal note 
in straightforward style and tells the 
reasons why “Marvel” feeds should be 
purchased. These regular mailings keep 
Van Derzee’s feeds constantly in the 
minds of the customers and they are 
less likely to change over to another 


Store 


brand when their lot runs low. 

“IT am only too glad to exchange ad- 
vertising ideas with any feed dealer,” 
Mr. Van Derzee offers. ‘I have found 
that we gain most by sharing our ex- 
periences with others.” 

Mr. Van Derzee is president of the 
Eastern Federation of Feed Merchants. 
The advertising idea which he learned 
at a convention held by the organiza- 
tion, has prompted him to say: 

“If I had gained nothing else from 
our conventions than this one adver- 
tising idea, I would count my many 
years of membership and official ac- 
tivity profitable indeed.” 


Farm Cars Are Utility, 
Not Extravagance 


Harris G. Nelson, director of the 
Red Wing linseed division, Pittsburgh 
Plate Glass Co., Milwaukee, calls at- 
tention of The Feed Bag to a timely 
editorial entitled “Cars and Farmers” 
which was originally published in the 
Des Moines (Ia.) Register. During 
the past few years there has been a 
marked tendency for many people to 
point to farmer-owned automobiles as 
evidence of the farmers’ prosperity or 
extravagance. The genera! thought has 
been that the farmer’s position would 
not be so bad if he purchased fewer 
cars. 

Feed dealers, who are perhaps as de- 
pendent on farm prosperity- as any 
other class, will appreciate the logic 
of the Des Moines Register expressed 
as follows: 

“Then those who wave their hands 
so grandly at the farmers’ case forget 
what a collapse of the farm buying 
market for automobiles would mean 
to the automotive industry. In short, 
they forget the whole lesson of inter- 
dependence that the country is sup- 
posed to have learned in the last dec- 
ade or so. 

“They ignore one of the most im- 
portant reasons for making and keep- 
ing farmers prosperous, or rather they 
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Central Feed. ‘Merchants 
Adopt Emblem 


HE Central Retail Feed asso- 

i ciation has adopted a new em- 

blem and will distribute cuts 
of it for printing on stationery and cir- 
culars to members upon receipt of 1929 
dues. 

Appearance of this insignia on mail 
going to customers of the dealer and 
those with whom he does business will 
dignify the trade and assure the re- 
cipient of honest dealing and respon- 
sible service. It will also encourage 
fellow dealers to join and will spread 
the good work of the Central Retail 
Feed association. 

Restaurant owners, clothiers, gro- 
cers, and many other trade organiza- 
tions have adopted a similar idea and 
found it effective. The feed industry 
is not to be outdone and has taken this 
progressive step to further increase its 
welfare by organized effort. 

Members who receive the cut are 
asked to co-operate in printing it on 
their stationery and circulars. The cut 
will be mailed from the offices of the 
Central Retail Feed association, 86 
East Michigan street, immediately on 
receipt of 1929 dues. 


convert it ridiculously into a reason 
for doing nothing. That is the matter 
of buying power of one-third of the 
country’s people. 

“Finally, this facetiousness about 
farmer-owned automobiles is doubly 
and trebly silly because of all classes 
in the country the farmers have most 
real need for cars. The professional 
and business men in an Iowa city 
could get along infinitely better with- 
out automobiles than the Iowa farmer 
could. 

“If there is to be any scolding about 
extravagance, though as a matter of 
fact there is little excuse for it, it 
should go to the city people, not to 
farmers. Yet possession of cars by 
city people is taken as a matter of 
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NEW — REVOLUTIONARY 


The BARNES EMULSION Plan to Build 
YOU a Profitable BUSINESS Without 
Cost or Obligation. 


A Plan whereby we go right into your territory with an exceptionally liberal offer to 
poultry raisers—an offer to try Barnes Emulsion—the only PERMANENT WORM CON- 
TROL—entirely at our expense—an offer no one can reasonably decline. The object is to 
build a large and profitable business for YOU, right in your territory, and hand it 
over to you. Our campaign in your territory will cost you nothing; nor will you be obli- 
gated. The profits to you should be very substantial—write now for details of the most 
liberal proposition in poultry supply history. 


NO RISK to You 


You don’t risk a penny. All you do is take care 
of the orders that rollin and accept the profits. 


5,000 Dealers Stock Barnes Emulsion 


and 16 carload distributors. The phenomenal rise in demand 
for Barnes Emulsion has justified their faith. They took the 
Barnes agency without the help of an unusual proposition as 
we now offer. Think what you can do WITH this help. In- 
cidentally, all established dealers are entitled to this help. 
Write us, gentlemen. 


National Advertising, Also, to gt YOU Sales 


In fact, the most complete support ever given to dealers. Na- 
tional advertising which will PROVE that Barnes Emulsion is 
the only true and PERMANENT CONTROL of WORMS in 3 
chickens and other fowl. Advertising which will PROVE that ih 

other remedies, expellants, DO NOT do a PERMANENT Job, and that in the final an- 
alysis, the poultry raiser must come to Barnes Emulsion for permanent, instead of tem- 
porary control of Worms. National advertising which will get orders coming for Barnes 
Emulsion, and create additional business which will be turned over to YOU. 


Write for Our Unusual Proposition— 
for wholesale prices, terms, advertising helps and guarantee. Our plan is an eye- 


opener. It means PROFITS. You have everything to gain, risk nothing. Write 
us now. 


BARNES EMULSION COMPANY 


Main Office: 85 MERCHANTS EXCHANGE BLDG., ST. LOUIS, MO. 
Laboratories and Factory, Box 85, Gardena, Calif. 


course, and as thoroughly right. 

“Kidding about farmers and automo- 
biles illuminates nothing except the 
feeling of some people that extending 
the modern comforts, developed by our 
industrial civilizations, to people who 
plow dirt is somehow immoral. And 
this despite the fact that the place of 
the automobile on the farm is not a 
luxury but a utility.” 


SPELTZ GRAIN & COAL CO., 
Albert Lea, Minn., is opening a new 
feed mill. The firm has mills at Glen- 
ville, Hope, Myrtle and Alden and ex- 
pects to open another at Walters in 
the near future. 


WEYAUWEGA MILLING CO.,, 
Weyauwega, Wis., has the largest mill 
in the world devoted exclusively to the 
milling of rye flour. The mill uses 
1,500 to 2,000 bushels of rye every 24 
hours. 


SENN & CAIN, Duluth, Minn., 
have opened a flour and feed store in 
connection with Senn’s machinery and 
elevator business. Mr. Cain was for- 
merly connected with the George 
Angel feed store. An addition to the 
elevator is being built. 


More Profit-- More Volume 


With a Burton Mixer 


Will mix any formula--thoroughly 


DETROIT, MICHIGAN 


Why not do as wise dealers 
everywhere are doing—in- 


stall a BURTON MIXER 


and build a reputation 
for your own brands e 


Write for our illustrated circular today. 


BURTON FEFD & MIXER COMPANY 
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Here and There ak the Feed Trade 


More Than 100 Personals in Each Issue of The Feed Bag 


L. T. PHELPS, who was formerly 
associated with his father operating 
the pioneer firm of the E. L. Phelps 
& Co., which discontinued business 
about a year ago, is now back in the 
grain and feed business with the John- 
son-Olson Grain Co., Minneapolis. 
The Johnson-Olson Grain Co. manu- 
factures alfalfa meal with and without 
molasses in addition to conducting a 
grain commission business. 


HEATH LUMBER CO., Hilbert, 
Wis., has opened a feed mill and is 
now prepared to grind and mix feeds. 


FARM SUPPLY CO., Inc., Monti- 
cello, -Minn., has been incorporated 
with a capital stcck of $50,000. Be- 
fore incorporation the firm was known 
as the Monticello Mill & Elevator Co. 
The officers of the new company are 
R. R. Rand, president and M. L. Hal- 
lowell, secretary. 


FEED ARBITRATION 


M. C. Burns, Traders Feed & Grain 
Co., Buffalo, has been appointed chair- 
man of the feed arbitration committee 
of the Grain Dealers National associa- 
tion for the ensuing year. Other mem- 
bers of the committee are Arthur F. 
Hopkins, Charles M. Cox & Co., Bos- 
ton, and John W. Jouno, Donahue- 
Stratton Co., Milwaukee. 

Five feed men comprise the new 
grain products committee of the Grain 
Dealers National association, of which 
W. O. Fehling, Samuel Bell & Sons, 
Philadelphia, is chairman. D. G. Low- 
ell, Washburn-Crosby Co., Minneapo- 
lis; J. P. Parks, Kansas City; F. C. 
Greutker, Cereal By-Products Co., 
Buffalo, and L. C. Newsome, Newsome 
Feed & Grain Co., Pittsburgh, are 
the other members 


NEW ENGLAND dealers have all 
received a copy of the excellent ad- 
dress delivered by W. E. Suits, vice- 
president of the Quaker Oats Co., at 
the Grain Dealers National convention 
at Boston. Doubtless most of the deal- 
ers have read this address much to 
their advantage. If, however, there ere 
any who might have been overlooked 
or who may have mislaid their copy 
before reading it, these people may 
procure a copy by simply requesting 
it from the office of the New England 
Retail Grain Dealers association, 816 
E.- Myrick building, Springfield, Mass. 


W. M. BUCHHOLTZ, president of 
the Huntley Manufacturing Co., Broc- 
ton, N. Y., makers of grain cleaning 
and milling equipment, has purchased 
a fine home on Central avenue, Dun- 
kirk, and will make his residence in 
the latter city after December 15, mo- 
toring daily to Brocton to supervise 
Huntley company affairs. | 


HENRY MICHELS, feed and seed 
dealer at Fond du Lac, Wis., predicts 
that the farmer of the future will take 
still greater advantage of the results 
of research in the economic production 
and distribution of quality farm pro- 
ducts. He is urging all farm boys of 
his acquaintance to enroll in the short 
course at the Wisconsin College of 
Agriculture where they will be able 
to train themselves for the responsi- 
bilities of their individual farms and 
communities. 


OSCAR B. VUNCK, Voorheesville, 
N. Y., has built a large addition to his 
mill and added a complete mixing out- 
fit, including molasses mixing equip- 
ment. He has also built a concrete 
storage tank with a capacity for 20,090 
gallons of molasses. 


SCHOLES FLOUR & FEED CO., 
Des Moines, Ia., has opened a new 
office and warehouse. For the past 
three years the firm has maintained 
offices and a warehouse at Johnson 
Station. 


ALBERT J. RANKE, veteran feed 
miller of Ellicottville, N. Y., died No- 
vember 18 at the age of 60. In young 
manhood he opened a retail feed store, 
gradually developing one of the largest 
feed mills in. the smaller communities 
of western New York, until ill health 
forced his retirement. Frank H. Marsh 
continues operation of the mill at the 
present time. 


WERTZ MILL BURNS 

Tire partially destroyed the huge 
feed manufacturing plant cf the F. S. 
Wertz & Son Co., Reading, Pa., No- 
vember 25. The fire started on the 
loading platform, where many tons of 
raw materials were stored, and it also 
damaged the north wall of the mill 
and warehouse, as well as_ several 
freight cars nearby. The. loss, esti- 
mated at $50,000, was covered by in- 
surance. 
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CLIFFORD F. LANE, assistant 
manager of the Quisinberry Feed Co., 
at Buffalo, has been touring central 
New York, placing several new sales- 
men in the field. 


PRENTICE CO-OPERATIVE 
SUPPLY CO., Prentice, Wis., is mak- 
ing extensive improvements to its plant 
and is also installing a new feed mill. 


BANNER GRAIN CO., Minneapo- 
lis, is building an elevator with a ca- 
pacity cf 1,000,000 bushels. Work was 
started in August and it is expected 
that it will be completed at the begin- 
ning of next year. 


FRUEN MILLING EXPANSION 

Expansion of milling facilities which 
will result in the employment of 20 ad- 
ditional men, bringing the annual pay- 
roll to $80,000.00, was announced by 
the Fruen Milling Co., Minneapolis. 
The expansion is made necessary by 
the growth in the company’s: dairy and 
poultry feed department, A. B. Fruen, 
president, explained. E. A. Neass, who 
recently became associated with the 
concern, will have charge of the new 
department. 


MILLER LUMBER CO., Mar- 
quette, Mich., has .purchased the feed 
and fuel business of McNamara & Son, 


and will operate it in connection with 
the lumberyard. 


CYRUS BUSH, Washington, Ia., 
has purchased the McCall Feed Store. 
The store was established 50 years ago 
by John A. McCall, who: died recently. 


LAWRENCE SCHLAES, Good- 
rich, Wis., has opened a flour and feed 


store and has placed A. C. Emmons in 
charge. 


ALBERT H. BARNEY has purch- 
ased the Peter Dana grain and feed 
business at Franklin, N. H., and 
launched out on what promises to be 
a successful business career. Prior to 
assuming control of the business Mr. 
Barney acted as manager for Mr. Dana 
for eight or nine years. 

Another live dealer at Franklin is 
FRANK BUCYINSKI who operates 
a one man business with splendid ef- 
ficiency. He is one of the staunchest 
supporters of the dealers’ association in 
the entire state of New Hampshire. 
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IMPORTANT NOTICE 


to Dealers in Flour and Feeds 


A New-Day Buying Plan Tested to Give 


E urge you not to regard this as an 

advertisement. It is the announce- 
ment of an utterly new day in the buying 
and selling of flour and feeds. The an- 
nouncement by the world’s greatest 
millers of a new buying plan that puts 
new profit revenue in your feed trade. 


A plan that enables any dealer to carry a 
complete line of flour and feeds with only 
4 of the capital formerly needed. 


A plan that makes $1 do the work of $3. 
Dealers say the Gold Medal ‘‘Mixed-Car” 
Plan is the most modern merchandising 
plan yet offered by any miller. 


It does 5 vital things to make you more 
money. It does business on less capital; 
it trebles your turnover, getting 3 profits 
on each dollar instead of 1; it keeps stocks 
frésh; lowers warehouse space needed; 
lowers inventories; and still gives you a 
complete line of all types of feed. 


This Is How 
The Gold Medal ‘‘Mixed-Car” plan is the 


modern, economical way to buy flour and 
feed stocks. It gives you in one car the 
most complete line of quality flour and 
feeds (65 varieties) ever offered. And to 
get lowest freight rates you need no longer 
buy 3 cars—one car supplies all. 


Check It Here—$ for $ 


Under the old system your investment ran 
like this: 


1 Car Manufactured Feeds ...... $1,200 


1 Car Mill Feeds 700 
1Car Flour 1,600 
$3,509 


Under the modern Gold Medal “Mixed- 
Plan you invest: 


Manufactured Feeds 

(your choice of 65) Total $1,175 
Mill Feed (Approximately) 
Flour 


Gold Medal Feeds have always been easy 


Lower freight rates 
—Reduced inventory 
3times faster turnover 


— Higher profits 


and profitable to sel/. Backed by the 
reputation and experience of the world’s 
largest millers. Backed by continuous, in- 
creasing farm paper advertising. Backed 
by a money-back guarantee, and by a 
merchandising plan that moves the 
goods. 


Now the “Mixed-Car” Plan makes Gold 
Medal Flour and Feeds the easiest, most 
profitable line to buy. By providing a 
fast-moving line of complete feed re- 
quirements, at about 14 of the capital 
investment formerly demanded. 


Get complete details of the new Gold 
Medal ‘“‘Mixed-Car” Plan now. See how 
it guarantees more profits in your own 
business. Ask our salesman, or write us 
direct — care Dept. B-10. 


Washburn Crosby Company 


Millers of Gold Medal Flour 
and Gold Medal Feeds 


Minneapolis, Minn. Kansas City, Mo. 


MEDAL 


POULTRY FEEDS, HOG FEEDS AND DAIRY RATIONS. 
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“Poor” Farmer’s Letter 
Shows Need 
For Selling Feed 
On Cash Basis 


HE letter which is reprinted be- 
i low will strike a responsive 
chord among many New Eng- 
land grain dealers. It appeared in a 
recent issue of “The Kernel”, a bulle- 
tin issued by the Edward R. Bacon 
Grain Co. It serves to emvhasize d 
condition which is far too prevalent, 
but which is gradually being remedied 
as dealer after dealer adopts a more 
restricted credit system or goes tc a 
strictly cash basis. The letter is well 
worth reading. It is presumed to have 
been sent to a New England grain 
dealer: 


“Dear Sir: I have your statement, 


showing that I owe you $969.87, and 
letter. You didn’t need to write; the 
greater part of it having run for a long 
time. Well, I’m enclosing check for 
$5.00 on account, for which please 
send me receipt. I guess I’ll have to 
keep you waiting on the balance, for if 
I go elsewhere for my feeds, I’ll want 
to pay cash and if you don’t continue 
credit, how do you suppose I’m going 
to get any money to pay up back 
bills? The fact is, living expenses 
are running awfully high and I be- 
lieve I should look out for what my 
folks have to eat and wear today 
rather than worryirg about last year’s 
feed bills for cows. If we have a good 
sugar season, shall try to send you 
$5.00 more about May 1. Don’t count 
on more, as I am not too sure of that, 
as my oldest daughter is graduating 
from college in June, and that will 
mean some extras needed for her, as 
well as expenses for her mother, the 
two sisters now in the academy and 
myself for the trip over to Burlington 
for commencement, and of course we 
can’t go looking like “hicks”. 
“You've been mighty good to me, 
so I’m taking the trouble to write you 
how it is, and I wanted to say to you, 
you would have had some money from 
the fall crops, as I promised, but I’ve 
had to buy a new light system for elec- 
tricity to run the separatcr and for the 
dish washer, the clothes washer, the 
vacuum cleaner and the sewing 
machine in the house; it is much as 


ever that we can keep a hired girl at 
any price nowadays out here in the 
country, so far from the movies, and 
we've simply got to have things handy 
for the women folks. You know I 
hate to have tools and such expcsed 
to the weather, so had to build a cheap 
shed for the Ford, as the new Buick 
we bought last summer to use when 
we go to church or off on touring 
trips, has the first call on the garage. 
Think I’d have got by so as to let you 
have some money at that, but when 
my boy was home from Hanover at 
Thanksgiving time he let it be known 
that with the postion he has to main- 
tain down there, and for the trips he 
has got to take as manager of the 
hockey team, besides, he simply had 
got to have a coon skin coat; that took 
what I had, and made me sell a couple 
of cows besides, but as John says, he 
won’t need another while in college, 
even if it takes him five years to get 
through, as it may, the work is so 
hard there, but I know you agree with 
me that what we buy for our boys 
and girls are of more importance than 
feed for cows. 

“IT want you to know I'm getting 
ahead some, the radio and the milking 
machine payments are all made and I 
have already paid my subscription to 
the hospital fund. I would have a little 
money for you in April, only on the 
Ist, interest falls due and you know 
the banks insist on their money and 
then at Easter time, mother is plan- 
ning to have the children’s tonsils re- 
moved in that new operating room up 
at Brightlook, and with one M. D. to 
do the cutting and one to give the 
ether at a dollar a whif, $8.00 a go-off, 
it takes the money. Mother says the 
children’s teeth haven’t been fixed for 
six months and $100.00 will be needed 
for that job by summer. Maybe by 
next year I can give you a good pay- 
ment on this old account. Hope things 
will look brighter anyway; just now 
times are mighty hard for us farmers. 

“Now that I’ve written you so fully 
how things are with me, you'll know 
what to expect and won’t worry about 
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S. J. Phaneuf feed store, North Dart- 
mouth, R. I. Mr. Phaneuf is at the right. 


it any more, anyway. 

“With best wishes for your con- 
tinued success in your business, and 
with no hard feelings. 

“John Henry Farmer.” 


L. W. GILE, Newport, N. H., has 
sold his feed store at that place and 
it is now being run in connection with 
the Korn Alley store, of the F. P. 
Rowell estate. During the last few 
month the Rowells have been doing 
some improving about their premises 
and they now have one of the most 
promising prospects in the New Eng- 
land territory. 


PARK & POLLARD STORES 

The Slayton stores at Danville and 
Peacham, Vt., have been sold to the 
Park & Pollard Co., and Mr. Slay- 
ton is planning to open a new store 
at Hardwick, Vt. 


C. P. McCLANATHAN, one of 
the old time grain dealers of Barre, 
Mass., passed away November 10. Ow- 
ing to ill health he sold out his busi- 
ness a few months ago. His word was 
as good as his bond. He had a record 
of never keeping a bank account. but 
always kept securities with the bank, 
so if a draft came in, or he over drew, 
the bank looked after it. 


RYTHER & WARREN, Belcher- 
town, Mass., who experienced a fire 
several months ago which destroyed 
their whole plant, are well on the way 
with the new building which is to re- 
place the one that was lost. A large 
garage and lumber shed which escaped 
the fire is used as temporary quarters. 
A car of feed on the track and two 
on the road when the fire occurred 
gave this enterprising concern an op- 
portunity to serve their customers in 
their usual complete manner and the 
business has gone on without a serious 
break. 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


14.5 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calvesand all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 

19.0 Fibre 
Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 
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HAROLD CAMPBELL, Phenix, 
R. IL., is another New England dealer 
to embark on the business of mixing 
feeds. He has just installed the neces- 
sary equipment. 


J. L. DUNNELL & Son, Bernards- 
ton, Mass., have recently opened a 
branch store at Shelburne Falls, Mass. 


KASHULINES & BELANGE, 
Nashua, N. H., have completed the 
erection of a new building and now 
eccupy a fine store and warehouse, 
with good track facilities. 


TAFT BROS., Uxbridge, Mass., is 
another concern to go into the mixing 
cf feeds. They have recently equipped 
their plant to do this work. 


WALTER W. NOWAK, brother of 
Maxwell M. Nowack, president of the 
Nowak Milling Co., Chicago, died re- 
cently in Paris, where he had resided 
for the past ten years. 


HOWARD WASHBURN is in a 
serious condition in his home in Hume, 
N. Y., as the result of an unusual ac- 
cident in the Hume feed mill. Victor 
Damon, one of the emplcyees of the 
mill, was unloading a quantity of buck- 
wheat from a wagon when he found 
a shotgun in the grain. He placed the 
weapon against a wall as Lowell Mix, 
an eight-year-old boy, strayed into the 
mill. When no one was watching’ the 
child picked up’the gun and discharged 
it, its shot striking Mr. Washburn. 
Mr. Washburn is expected to recover. 


How different his welcome to 
that of a year ago! Then he 
was a strange feed salesman. 
The farmer didn’t want to even 
talk, much less buy feed. His 
herd was losing him money. 


But Mr. Morgan had been trained 
to study a farmer’s feed prob- 
lems. He knew how to figure 
just enough concentrate to supply 
what the farmer’s grains lacked. 
All he asked was a chance to 


PURIN 


cows - calves 
hogs - stee~s 
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Hae 
MorGAN! 


prove Purina could make the 
farmer more money. 

Today the farmer writes Purina 
Mills, ‘There is a room in our 
home we call Mr. Morgan’s room. 
He is always welcome . . . be- 
cause instead ofa loss, he showed 
us how to make $194 a month.” 
Purina is proud that her men are 
welcomed into thousands of 
friendly homes all over the coun- 
try. And Purina is proud that 
the success of every Purina man 
depends upon him making his 
farmer friends more money. 
PURINA MILLS, 813 Gratiot St., St. Louis, Mo. 


sheep - horses 
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New England Grain Dealers Urged 
To Join Their Association 


Year Old Organization Shows Unusual Strength and Remarkable Record 
Many Problems Yet to Be Solved; Co-operative Effort of All Required 


By Lynne P. Townsend 


New England Retail Grain Dealers Association 


Secretary, 


ACTICALLY every grain and 
feed dealer in the New England 


territory has been solicited by 
letter or in person a half score times 
to join the New England Retail Grain 
Dealers association. Approximately 
one-third of all the dealers and about 
60 per cent of the more responsible 
and reputable dealers have done so. 
At present, the New England associa- 
tion is probably the strongest in point 
of membership and effective organiza- 
tion throughout the whole United 
States. 

But there are at least 500 first class 
dealers in the six New England states 
who ought to now belong to the or- 
ganization who do not do so. It is 
toward this group that this article is 
directed. 

Why Dealers Should Join 

The arguments, favoring the organi- 
zation of all progressive and forward 
looking feed and grain merchants are 
so numerous and perfectly obvious 
that it ought not to be necessary to 
recount them. They are familiar to 
every New England dealer who has 
had them presented to him again and 
again during the last year. Further 
than this, they ought to be immediate- 
ly apparent to any thinking man. 

Practically every other industry is 
organized and apparently to good pur- 
pose. Even the professions have their 
associations. Thus we find lumber- 
men, coal men, grocerymen, jewelers, 
photographers, bankers, lawyers, doc- 
tors, carpenters, masons, barbers and 
laboring men bound together in an or- 
ganization for common defense, com- 
mon support and the promotion of the 
common good. This movement has 
been in the process of development for 
the last 50 years, and who shall say 
that it has not been immeasurably 
sound and effective. One has only to 
look about him to see the far reaching 
results which organization and co-op- 
eration has accomplished in the widest 
variety of fields. 

Feed Trade Unorganized 

Unfortunately for the feed trade this 
movement apparently passed unnoticed 
at least as far as New England is con- 
cerned until within the last year or 
two. There have been sporadic at- 


tempts to’ start something and several 
of the states have maintained good 
Strong and effective state organiza- 
tions. But as far as New England as 
a whole is concerned, nothing had been 
done, absolutely nothing, until, thanks 
to the vision of a few of the most pro- 
gressive dealers of each state, the New 
England association was started near- 
ly a year ago. This move should have 
been made at least 10 years ago, and 
it would be better if it had been on the 
go, even years before that. There are 
several large New England dealers 
who have pointedly expressed this 
opinion, but one of them at least, will 
have nothing to do with organized 
effort even now. 

It is not too late. Ground has been 
lost without a doubt. Large problems 
remain unsettled which a good organi- 
zation could have settled long ago. A 
particularly obnoxious form of compe- 
tition has come in and gained a strong 
foothold. United effort could easily 
have prevented this. Dealers in the 
various communities still indulge in 
disastrous price cutting, underselling 
and other destructive tactics—only a 
strong organization could overcome 
this, but such an organization during 
the last five years, by methods well 
understood by those who have success- 
fully tried them, would have reduced 
this curse to the minimum. 

Association Needed Now 

Effective work along the line of 
credits, accounting systems, etc., etc., 
ad infinitum, might have been accom- 
plished had the organization been in 
existence. But it is not too late. The 
unfinished tasks, the bad conditions, 
needing more than ever to be rem- 
edied, above anything else constitute 
the most powerful argument in the 
world for going ahead now. If an 
association ever was needed it is doub- 
ly needed at this time. If ever there 
was a period in the history of the feed 
trade in this section, when united, co- 
operative effort was emphatically in- 
dicated, the time is now—right at this 
particular moment! 

Not all those who should join the 
association will do so. In any given 
number of men there is bound to be 
a certain small percentage of procrzst- 
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inators. There is always a group will- 
ing to lay back in the harness and 
let the others pull the load—whose 
callouses are always caused by the 
breeching and not by the collar, but 
these we hope, and sincerely believe, 
are in the small and relatively unim- 
portant minority. 
All Dealers Not Prospects 

Then there are those whose business 
is so small and who so persistently 
hover over the edge of ruin and an- 
nihilation that they could scarcely be 
expected to put up the $10.00 which a 
membership costs. There are several 
hundred such, without a doubt, in the 
six New England states. Some of them 
have been practically out for several 
years, but have not awakened to the 
fact as yet. From the standpoint of 
the organization they are _ hopeless. 
Nobody ever expected them to give 
the association any support and no- 
body expects that they ever will. Only 
a miracle will ever save them and it 
is probably a good thing as one by 
one they drop out of the race. 

There are several hundred others 
listed as grain dealers whose principal 
business is the operation of a general 
store. Many of these handle only a 
small amount of grain and feed, and 
this is simply as a side line. It is 
much to be doubted that they, as a 
general thing, would be largely bene- 
fited by the organization. Vet there 
are a great many dealers to whom the 
grain and feed business is only a side 
line, who have cheerfully put their 
money into an association membership 
and are among its warmest supporters. 

The Progressive “400” 

But it is not to any of the three 
groups mentioned above that we direct 
this appeal for support—and this is an 
appeal, (if we could make it stronger, 
heaven knows we would). It is to 
the 400: or more bona fide dealers do- 
ing a considerable and _ respectable 
business, whose money is invested in 
a fairly large way and whose interests 
are bound up in the most complete 
manner in this business. It is to the 
dealers who suffer a distinct personal 
loss every time a carload of feed is 
distributed by the co-operatives at the 
car door, whose price is constantly 
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menaced by unfair and unscrupulous 
competition and whose very existence 
depends upon the solution of these 
problems. It is to these dealers that 
the association looks without apology 
for moral and financial support. 

Six hundred dealers who are already 
members, with some aid from large 
manufacturers operating in this terri- 


tory, have carried the load thus far. 
All dealers have benefited by it, those 
who have paid nothing toward the 
work as well as those who have. The 
officers and directors of the associa- 
tion have labored long and faithfully 
without recompense and entirely at 
their own expense to.get this work es- 
tablished. Each of these men are out 


Steel Cut Corn Ready To 
Sell with One Machine 


SGHE Monarch Rotary Corn Cutting and grading outfit 
does the work of five machines. It cuts the corn, grades 
it into three grades, removes the meal, aspirates each 


grade and collects dust, dirt and hulls. 


The finished 


product is bright. smoothly diced, and unsurpassed in ap- 


pearance. 


If you want toimprove your scratch grains or 


sell more cracked corn investigate this outfit. 


Prices, capacities and other details 
sent on request. 


Box 318 Muncy, Pa. 


Chicago Office 9 So. Clinton St. 
Kansas City Office 612 New Eng. Bldg. 


~CANNO 


MODERN 


sums ranging up to $500.00 each, sim- 
ply because they have faith in this 
movement and have the vision to see 
what it can accomplish. Does this 
mean nothing to those of you who have 
not joined? Is this not in itself the 
most conclusive proof that the move- 
ment is a meritorious one? 

You unorganized members of the 
feed and grain trade, what would you? 
What further argument must be put 
forth? What additional arduous labor 
must be expended to bring you to the 
light? What more can possibly be 
done to induce you to part with $10.00 
(the dues ought to be $50.00) and thus 
enroll in the first and only comprehen- 
sive effort in New England to provide 
a united front for the defense from 
without and within of a business rep- 
resenting a turnover of more than 
$100,000,000.00 annually here in New 
England? The association address is: 
816 E. Myrick building, Springfield, 
Mass. 


Ihe Comfortable 


Great Northern 


Hotel 
CHICAGO 


STRAVELERS select the 
Great Northern for its 
wonderful location in Chi- 
cago’s “‘loop’’. They return 
because the large comfort- 
able rooms, homelike en- 
vironment, attentive service, 
excellent food and moderate 
charges make it an ideal 
hotel. 

400 Newly Furnished Rooms, 
{i -50 a day and up. Sam 
Rooms bo 00, $5.00, $6.00, $7.00 

and $8.00. 


Walter Craighead, Manager 
DEARBORN STREET FROM JACKSON 
TO QUINCY 
New Garage One-Half Block 


N VALLEY. MILLING co. 


WATERPOWER MILLS 
MINNEAPOLIS. — MINN. 


FARMERS CHOICE SWEET DAIRY RATION 
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| Ref’ ne DailyArrivals 
SPROUT, WALDRON & CO. Rs, 
: Pune BRAN 
: J STD. MIDDS 
FLOUR MIDOS 
RED DOG: 


Publicity Campaign Helps Dealers 
Against Car Door System 


Advertising Stresses Importance of Retail Distribution to Consumer 
New England Association and Manufacturers Back Promotional Program 


HE question as to whether or 
; not the use of advertising pays, 
is a live one with New Eng- 
land dealers just at this time. It is 
emphasized by the campaign which 
John W. Eshelman & Sons, Lancaster, 
Pa., are running in the New England 
Homestead. This advertising has con- 
cerned itself not at all with the ex- 
cellence of the Eshelman products, but 
has been directed to the ultimate con- 
sumer in behalf of the local dealer and 
the regular retail store method of dis- 
tribution. 


The Park & Pollard Co., in a cam- 
paign soon to be launched, will also 
emphasize the importance of the local 
dealer in the economic distribution of 
grain and feed. Other large advertis- 
ers are considering the same move. 

The advertising already run together 
with the short campaign which the 
New England association carried on 
last spring, has disclosed a very press- 
ing need for publicity of this kind. A 
recent questionnaire sent out from the 
association office reveals a widespread 
and a practically unanimous opinion 
that this is a move in the right direc- 
tion and an earnest desire to see it 
continue. Many of those who answered 
the questionnaire were frank in their 
suggestion that manufacturers and 
dealers alike should join in a move- 
ment to maintain a conspicuous and 
continuous effort along this line. 

There is a perfectly sound and logi- 
cal reason for this attitude. A con- 
crete example of the effectiveness of 
such advertising and promotional work 
flourishes in every state in New Eng- 
land. The largest “car door” distribu- 
tor in the section is the most consist- 
ent advertiser in the field. Its adver- 
tising has very little to do with the 
excellence and quality of its branded 
feeds. For the most part its advertis- 
ing effort is directed toward the pro- 
motion of the “car-door” or “co-opera- 
tive” method of feed distribution. This 
advertising appears in every issue of 
the New England Homestead, the 
New England Dairyman, the Bureau 
Farmer and in practically every local 
farm bureau and extension service bul- 
letin in the six states. Frequently also, 
they appear in the daily and weekly 
newspapers. In addition to this the 
co-operative in question publishes its 
own monthly magazine, with approxi- 


mately 25,000 circulation and this in 
itself is a powerful advertising and 
propaganda medium. 

This car door concern did $7,800,000 
worth of, business last year. As indi- 
cated by a report published elsewhere 


Service staff of Dan M. Johnson grain 
and feed business, Essex Junction, Vt. 


in this issue of The Feed Bag, it 
passed the $8,000,000 in September and 
will do over $10,000,000 worth of busi- 
ness for this year. Is there anyone so 
fatuous as not to understand that this 
25 per cent increase is due almost 
wholly to their continuous campaign 
of persuasive advertising and promo- 
tional work? 

He that runs may read. It pays the 
feed dealers’ principal competitor and 
pays it well to advertise. The effec- 
tiveness of its publicity effort is meas- 
ured by its increased tonnage and in- 
creased income. This and this alone 
accounts for its rapid strides forward. 
There is no gainsaying it and no cen- 
tradiction to the statement can be 
maintained. Consistently, over a long 
period of years the concern in ques- 
tion has hammered away at the con- 
sumer, pounding always on the one 
idea, until great and increasiig num- 
bers have come to adopt its viewpoint 
and to purchase their feeds accord- 
ingly. 

The lessons to be learned are so 
plain and the conclusions to be drawn 
are so obvious that only sheer stupid- 
ity can fail to grasp them. And only 
sheer folly can prevent action upon 
them. It may be galling to take a 
lesson from the “car door” people in 
this regard, but galling or not, it is 
a lesson that must be learned. Here, 
if nowhere else the dealer must copy a 
page from the “car door” people’s note 
book. And the sooner he does so the 
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better. 

Looking forward to 1929 it seems 
that the course is obvious. The grain 
and feed dealer, and the jobber and 
manufacturer back of him, must go to 
the consumer with a powerful and a 
constantly reiterated statement of his 
fair claim to the business. This claim 
must be set out in language that is 
persuasive and powerful, although al- 
ways temperate and respectful. He 
must keep this up at all times and with 
a patience that looks constantly for- 
ward to the future. 

There is such an important story to 
tell! Compared to any appeal which 
car door or other limited service -has 
to offer, the appeal of the local dealer 
and his efficient and economical method 
of distribution is as moonlight is to 
sunlight or as day is to dark. 

Does anyone think for 2 minute that 
the regular time tried and efficient re- 
tail system of distribution, carried 
through all its ramifications and con- 
taining all the brains and all the re- 
source at its command, is not more 
than a match for any other system 
which is now, ever has been, or ever 
will come into existence? Are we 
ready to admit that we have been and 
must continue to be outsmarted by 
those who at best are mere tyros at 
the feed game? 

There can be and is only one an- 
swer. The dealer and those back of 
him must gird up their loins and enter 
the lists. They must stand their ground 
in firmness and in faith, and their wea- 
pons are those of their adversaries. 


NARRAGANSETT MILLING CO. 
has purchased the W. H. Nye Co. 
grain and feed store at Brockton, 
Mass. 


FRAMINGHAM CENTER, Mass., 
Farmers’ exchange, has just completed 
a rather extensive remodeling and en- 
larging project and in addition to 
their other business they are now pre- 
pared to mix fertilizers. 


BEN-FORD CO., South Deerfield, 
Mass., has recently installed new and 
modern equipment for mixing molasses 
feeds. The same concern has iust 
completed the erection of a large stor- 
age house and garage at their Ashfield, 
Mass., branch. 


Page Thirty-seven 


; 
! 
oe 
! 
sii 
i 
j 
» 
4 
> 
‘ 
| 
a 


your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


AMERICAN MOLASSES CO., New York City................ Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa.............---- Oyster Shells 
AMERICAN LINSEED CO., New York oO. P. Linseed Oil Meal 


A Special ‘'Eureka’’ Scalping Sifter 


Do CUSTOMERS KICK 


about Strings, Tags, Paper, Caked Bran, 
etc., in your Feed? 


You must eliminate such trash or lose 
trade. 


Come to the largest manufacturer of 
Reels, Shoes and Special Sifters for the 
solution. 


Tell us the type of feed and the hourly 
tonnage—if possible send sample. 


Address: Sifter Dept. 


S. HOWES CO., INC. 


Invincible Grain Cleaner Co. 
SILVER CREEK, N. Y. 


‘Eureka’: — ‘Invincible’? Grain Cleaning Machinery 
European Branch: 64 Mark Lane, London, E. C. 3, England. 
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JOSEPH J. SULLIVAN, manager 
of the LeRoy, N. Y. plant of the N. 
B. Keeney & Son Co. for the past 15 
years, and also in charge of LeRoy 
operations of its successor, the Asso- 
ciated Seed Products, died November 
18 in the United States Veterans hos- 
pital at Aspinwell, Pa. He was 
wounded and gassed while serving 
Overseas. 


G. A. DYMOND CO. has bought 
the feed mill at East Pembroke, N. 
Y., until recently operated by the late 
Eugene H. Miller. The new owners 
have installed new grinding machinery. 


LGRIT 


REARL 


PEARL 
GRIT 


We’re now packing 
PEARL GRIT in 
10-lb. cartons as 
well as 100-lb. bags. 
This makes it easier to handle, 
easier to display, easier to sell. In 
this new package, it opens up new 
sales possibilities. It affords dealers 
more profit. And to introduce 
PEARL GRIT in the new package 
we’re advertising PEARL GRIT in 
leading state and sectional farm 
and poultry papers. 


More Winter Eggs with 
PEARL GRIT 

PEARL GRIT supplies the lime hens need 
for egg production. And they need it more 
than ever now, when they don’t get out on 
— They need it to produce winter 

.egges which bring the high prices. 
PEARL GRIT supplies essential calcium in 
the more beneficial and convenient aud 
economical form. 


Write for Special Dealer Proposition 


Mail the coupon for liberal. money-making 
dealer offer. Tes areal business proposition. 
It should add many dollars i in extra profits 
to your income. You can’t afford to turn it 
down. Send the coupon today. 


PEARL GRIT CORPORATION 
Subsidiary — The Ohio Marble Company 
217 W Ash Street PIQUA, OHIO 


] ARL GRIT CORPORATION 
r 217W Ash St., Piqua, Ohio 


i Please send me details of your selling plan. 


| 
| Name I 
| 
| 


| 
C. HUBINGER BROS. CO., Keokuk, Gluten Feed 
ROSENBAUM BROTHERS, Chicago, Ill 
oe HENRY LICHTIG & CO., Kansas City, Mo. ..Milo and Kaffir 
A 
Peep 

SP 

AL 


Eastern Federation Plans Convention 
At Binghamton, February 19-20 


Round Table Feeding Conference to be Featured During One Morning 
Reception of New Members Will Take Place at Banquet—Entertainment 


ROUND-TABLE conference in 
A charge of experts from three 

eastern states will be one of 
the unusual features of the mid-winter 
convention of the Eastern Federation 
of Feed Merchants which will be held 
at Binghamton, N. Y., February 19 
and 20. 

An entire morning session will be 
given over to the discussion during 
which every phase of feed analysis, 
dairy and poultry rations and separate 
feed ingredients will be explained. 
Dealers will be given an opportunity 
to ask questions and are urged to begin 
now to make up lists of the puzzlers 
on which they need advice. 

Another important feature of the 
convention will be the reception to 
new members which will be held in 
connection with the banquet and it 
promises to be a spectacular affair, ac- 
cording to the special committee which 
has it in charge. 

It is the hope of the officers of the 
federation that at least 300 of the lead- 
ing retail feed dealers will attend the 
convention and a booster committee is 
now conducting a drive that will reach 
into every feed store in the East. 

“We want this to be a retail meet- 
ing for retail dealers,” W. Sanford 
Van Derzee, president of the associa- 
tion, said. “The speakers and sub- 
jects for discussion have been selected 
to completely cover the controversial 
problems prevalent in the trade. There 
will ba money making ideas gathered 
at the convention and I predict that 
few of the more progressive dealers 
in the East will fail to attend.” 


MANUFACTURERS’ MERGER 

Newton Feed Co., Milwaukee, Wis., 
and the Riner Milling Co., Boston, 
Mass., have consolidated, and all future 
business will be conducted under the 
name of the Newton Feed Co., with 
offices at Milwaukee and Boston. The 
Newton Feed Co. manufactures New- 
trio, Dairymen’s Best and Institutional 
dairy rations. The Riner Milling Co. 
manufactured Gold Standard poultry 
feeds and featured poultry mashes con- 
taining yeast. The poultry feed pro- 
ducts will continue to be known as 
Gold Standard poultry feeds. The 
Newton Feed Co. can now give its 
customers 2 complete mixed car serv- 
ice. 


feeders’ problems. 
your patrons’ questions. 


Ask ~ 
WwW Che feed Bag 


“This is a clearing house for feed dealers’ and 
Send in your own and 


What is contained in a good mln- 
eral ration for cattle?—R. O. G. 

A mineral ration that is frequently 
used among feeders contains 20 pounds 
salt, 20 pounds of ground limestone 
and 20 pounds of steamed bone meal. 

* * * 


A customer has owed me a bill for 
five years and now refuses to pay it, 
claiming that the law. excuses him 
because it is of such long standing. 
Is he right?—F. E. R. 

You can still collect the bill. The 
Wisconsin law sets the time before a 
bill is canceled at six years, and if 
the account you question is dated five 
years ago your customer is still liable 
for it. If the bill is large, we would 
advise you to bring suit immediately. 


What is the purpose of vitamin E in 
a dairy ration and how may it be ob- 
tained?—L. E. S. 

Vitamin E is necessary for success- 
ful reproduction of chickens, accord- 
ing to experiments conducted during 
the past year by the University of Illi- 
nois experiment station. The richest 
source of the vitamin discovered to 
date is wheat germ oil. Whole grains 
and many green feeds also contain 
vitamin E, 


* * * 


All of the merchants in my town 
are advertising Christmas gifts and I 
wondered why it is not possible for 
a feed dealer to offer something. Have. 
you any suggestions?—M. A. T. 

Feed dealers have been too modest 
about getting into print with Christ- 
mas suggestions and for no good rea- 
son. What is more practical for a 
farmer than the gift of a ton of dairy 
feed for his herd, a sack of flour for 
the housewife, or a sack of good poul- 
try mash for the farm flock? Adver- 
tise these suggestions in your local 
paper and by direct mail, and you will 
get your share of Christmas business. 
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Can you furnish me with a reliable 
list of grains and feeds analyzed for 
digestible protein?—J. McL. 

The following lists recently appeared 
in “Feeding Dairy Cows”, a_ special 
circular issued by the Wisconsin Col- 
lege of Agriculture: 


Lbs. 
Lbs. total 
digestible digestible 
Kind of feed protein nutrients 
in 1 ton in 1 ton 
of feed of feed 
Carbonaceous Concentrates: 
Barley 1588 
Beet pulp, dried 92 1432 
orn 156 1714 
Corn and cob meal 122 1562 
Hominy feed 140 1692 
Kafir grain 180 1600 
Molasses, cane 20 1190 
ats 194 1408 
Rye 198 1620 
Concentrates Medium 
Rich in Protein: 
Bran, wheat 250 1218 
Germ oil meal 330 650 
Middlings 268 1386 
Rye fee 244 1490 
Concentrates Rich in 
Protein: 
Gluten feed 432 1614 
- Brewers grains, dried 430 1314 
Buckwheat middlings 492 1532 
Linseed meal 604 1558 
Cottonseed meal 740 1564 
Soy beans 664 1882 
Soy bean oil meal 794 1690 
Cocoanut meal 372 1576 
Gluten meal 754 1610 


MAX COHN, Sunset Feed & Grain 
Co., Buffalo, is wearing a broad smile 
as the result of some apparently fool- 
ish election bets in which he showed 
the foresight to predict the overwhel- 
ming Hoover triumph to his personal 
satisfaction and the financial loss of 
numerous other feed dealers from 
Maine to Texas, inclusive. 


TOHN H. McMAHON, Canistato, 
N. Y., feed dealer, died November 22 
at the age of 76. Nearly 50 years ago 
Mr. McMahon and the late Judson 
Field organized the feed company of 
McMahon & Field, the surviving part- 
ner continuing its operation until the 
time of his death. His widow and two 
children survive. 


BRISTOL CENTRE 
Bristol Centre, Minn., 
destroyed by fire. 


feed mill, 
was recently 
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Mention The Feed Bag When Writing Advertisers 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts ——~—_— Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


—for almost half a century 


EVERY time you sell a sack of flour it 
should do at least three things for you. 
Give you a fair profit; satisfy your cus- 
tomer; and with the future in mind, make 
it possible to sell an- 
other sack to the same Occident Feeds 


customer. Occident Hard 


Wheat Bran 
It takes a good flour to do those Occident Hard 


things. OCCIDENT is that kind of Wheat Mixed 
aflour. Dealers have been selling Feed and 
OCCIDENT that way for nearly Alta Hard Wheat 
half a century. Middlings 


FREE FROM 

RUSSELL - MILLER MILLING CO. SCREENINGS 
General Offices HIGHinPROTEIN 
MINNEAPOLIS, MINN. 


FLOUR 


i Since 1885—45 years and it 
N 41 1 it 
‘ 
+ No-Milk Calf Food : 
tt is still the Leader. + 
+2 We have over 500 dealers in Wisconsin $+ 
+t selling our Product and some of them be 
+ over 42 Years. Their repeat orders +4 
+% each year is the best recommendation $4 
+7 we know of for No-Milk Calf Food. ) o. 
+t ARE YOU ONE OF THEM ¢ +f 
FOR PRICES WRITE 
++ 
3 National Food Company # 
1 D. R. MIHILLS, Mgr. Fond du Lac, Wis. te 


Farmers Exchange Charges 
Are Answered 


(Continued from Page Eighteen) 


sized by this article is one that should 
be discussed on its merits. Any sen- 


“sible man knows that there is a place 


where certain fillers, such as wheat 
screenings, can be and are used to the 
advantage of the feeder whose inter- 
ests in the long run, are paramount. 
But for the, Eastern States Farmers’ 
exchange or any one else, to attempt 
to convey the impression that reput- 
able manufacturers and dealers who do 
at least 80 per cent of all the feed 
business in New England, are using 
cheap fillers and not listing them 
among other ingredients, which would 
be a direct violation of state and fed- 
eral laws, and punishable with exceed- 
ingly heavy fines—to suggest that 
these people are putting something 
over on feed control officials and worst 
of all, to accuse them indirectly or 
otherwise of putting out inferior feeds 
and thus gypping the customer, and 
to infer that only Eastern States pro- 
ducts can be good and still sell at their 
price, is altogether too great a strain 
on human credulity and altogether too 
far from fact. Incidentally, as we 
started out to prove in the first place, 
it is bad, bad advertising and sales 
method, and knowing the executives 
of the Eastern States Farmers’ ex- 
change as we do, we are sorry indeed 
to see them indulge in it. They re- 
mind us of the old Quaker, lady who 
said to her husband, “Everybody in 
the world is a little crazv but me and 
thee and even thou art a little peculiar 
at times.” 


Expert Oat Huller 


HULLS AND SEPARATES COM- 
PLETE JOB ONE OPERATION 


Capacity 40 to 60 bus. Per Hour 
Only 5 H.P. Also hulls Barley; Speltz; 
cracks and grades Corn, Wheat, illet, 
etc. Automatic sieve cleaner. 

No feed manufacturer or elevator should 
be without one. Write for particulars, 
samples, etc. 

Sales Representatives Wanted 


CLELAND MANUFACTURING CO,, 


Minneapolis, Minn. 
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Wisconsin University Pioneers 


in Fiber Research 


(Continued from Page Fourteen) 
sidered the finest grade available in 
the Wisconsin capital. 

Basic Ingredients Studied 

Commercial feeds are used in some 
of the unofficial experiments conducted 
by Messrs. McLean and Wilson, but 
only basic ingredients are being used 
in all of the research work of the uni- 
versity. It is only in this way that the 
university can accomplish its purpose 
of establishing the value of oat feed 
and fiber and their proper places in ra- 
tions for all types of livestock. 

“It is too early,” Mr. McLean said. 
“to express any opinion concerning 
what ultimate results may be achieved 
here at the farm. We can say, how- 
ever, that all research work completed 
and in progress to date has been very 
gratifying in its results.” 

Routine of an Experiment 

Animals are weighed on_ three 
days in succession at the beginning of 
the experiment and the average weight 
accepted as the starting point. The 
same process is repeated at the end of 
the experiment to determine the finish- 
ing weight and the financial results are 
figured, of course, on the basis of 
money received when the stock is 
sold at the stock yards. Each animal 
is also weighed every two weeks dur- 
ing the period of the research work 
and individual weights are recorded 
in all instances. 

During progress of the research 
work the animals to be used are di- 
vided into lots. The number in each 
lot varies for each type of animal and 
for each experiment. In a feeding test 
conducted with 64 steers, for example, 
there were 8 lots of 8 steers. One lot 
is fed a basal or check ration which is 
standard and has been approved and 
generally accepted in all parts of the 
country. The other lots are fed ex- 
perimental rations with varying 
amounts of oat feed with various com- 
binations of basic ingredients and with 
and without silage, hay and similar 
supplements. The value of the ration 
is subsequently judged by its effect on 
the lot of animals—the rate of weight 
increase and the amount and value of 
the increase, for example, or for dairy 
cows—the amount of milk produced 
and the cost of its production. 

Reports Eagerly Awaited 

All persons who are interested in 
feeds and feedings are watching and 
waiting for reports of results from the 
research being conducted at Monona 
farm. Scientists are interested because 
it is the first extensive official work 
ever started to study the value of oat 


Hereford steers, used in research, pose for camera man 


feed and of fiber and discover, if pos- 
sible, how much can profitably be used 
in feed. Livestock raisers are inter- 
ested because the results of the re- 
search work may ultimately enable 
them to put fat on their stock or get 
milk from their cows at a lower feed- 
ing} cost. and therefore with greater 
profit. Feed manufacturers and deal- 
ers are interested because they all’ rea- 
lize that their prosperity is strictly de- 
pendent on the prosperity of the feeder. 
They want to be able to manufacture 
and sell the most efficient rations 


which can be devised, at the lowest 
costs at which such rations can be pro- 
duced and distributed. 

The Quaker Oats Co. should be es- 
pecially commended for its part in the 
work which has been started at Madi- 
son. The firm is perhaps the world’s 
largest manufacturer of oat feed as a 
by-product of its plants, but there are 
many other manufacturers of oat feed 
who will also get the benefit of re- 
sults of this research work and many 
of the principles discovered will also 
be applicable to other high fiber con- 


lobvv the 
BEST 


THE FEED BAG—DECEMBER, 1928 


Page Forty-one 


E 
| 
; 
~ 
; 
K EST. 1842 
4 


Vertical Grinder 


Hasall the features of a 
Desike head attrition mill in 
little space and at low cost. 
It will grind almost anything. 
Furnished with Line Start 
Motor where required. 


ALLIS-CHALMERS 


MILWAUKEE, WIS. U.S.A. 


Write for 
BULLETIN 1234-I 


KREAMO 


SWEET DAIRY FEED 


16144% PROTEIN 


MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


SHIPPERS OF 


Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER-DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 


GRAIN DEPARTMENT 


MINNEAPOLIS -—- MINNESOTA 


em regularly. 


Wire or Write for Our Soevetions 4 you are not receiving i" 
t 
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tent feed ingredients. Too much credit 
cannot be given to W. E. Suits, vice- 
president of the Quaker Oats Co., who 
was most responsible for arranging 
for this fiber research work and se- 
curing the co-operation of the Univer- 
sity of Wisconsin and so able a nu- 
trition scientist as Dr. Bohstedt. 
More Credit to Madison 
Madison, Wis., where Professors E. 
B. Hart, H. Steenbock and others con- 
ducted the experiments which led to 
their remarkable discoveries and an- 
nouncements with respect to vitam'ns 
and minerals; where Professors W. A. 
Henry and F. B. Morrison conducted 
the experiments which enabled them to 
write their great textbook, “Feeds and 
Feeding” and where W. H. Strowd 
compiled the material for his book, 
“Commercial Feeds”, seems destined to 
present the world with a new series of 
valuable discoveries as the result of 
the pioneer research work in fiber now 
being conducted at Monona farm. 


ARNDT BROS., Sheboygan, Wis., 
have completed a new brick warehouse 
which they will use for storage pur- 
poses. It is modern in every detail and 
illustrates the progressiveness of these 
prominent Wisconsin feed dealers. 


G. K. COOPER, Carthage, IIl., is 
opening a flour and feed store. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 
Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
i feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
LAMAR, COLO. ST. LOUIS, MO. 


| 
il | 
| 
| 
_ | | 
| 
| | | | 
1 | | 


Protein and Molasses 


That’s what you can furnish 
your trade in 


Sweetened Douglas Corn Gluten Feed 
(20% Protein) 


Two especially good ingredients for dairy feed, poultry mash 
and hog feed, combined into one for your convenience. 


Durham Cane Feed Molasses which 
is used to sweeten Douglas Corn 
Gluten Feed adds palatability. The 
appetizing, conditioning and fattening 
effect of molasses on all livestock is 
well-known. 


Order SWEETENED DOUGLAS 
CORN GLUTEN FEED today in 
straight or mixed cars. 


Many prefer it. 


PENICK & FORD Ltd. Inc. 


Cedar Rapids, lowa 


Molasses Feeds 
Poultry Feeds 
Mill Feeds 
Coarse Grains 
Protein Feeds 
Wheat Flour 


MIXED OR STRAIGHT CARS 


NEW RICHMOND ROLLER MILLS CO 


NEW RICHMOND, WISCONSIN 
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Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Oil ana Cotton 
Seed Meals 
either straight 

or mixed 
cars 

Large warehouse facili- 
ties and complete 


stocks insure prompt 
shipment. 


—=_~S 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 
ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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Boost The Feed Bag To Firms You Do Business With Dealer Problems Discussed 


q d WHEAT SCREENINGS CORN ‘ (Continued from Page Eleven) 
4 ws! feed handlings costs. The Sparta Pro- - 
>: duce exchange, of which Mr. Kern is 
Hiawatha Grain nanacer, nas done a business of ap- 
-O MINNEAPOLIS, MINN. ‘ proximately $2,000,000 during the past 
ge ten years, and based on th‘s business, 
‘*‘FOR BETTER SERVICE’’ “*% has come to the conclusion that a feed 


(We Own And Operate A Mill And Elevator) 


SPECIALIZING IN ALL TYPES OF SCREENINGS 


dealer must have an average mark up 
of 10 per cent in order to make any 
profit whatever. 


~ 
4 


(GROUND AND UNGROUND) ms; “Have you ever stopped to consider,” 
al Get Our Samples and Prices e& Mr. Kern asked, “how much better 
- $ the feed business would be if we had 
had an association and mixed together 

MILL FEEDS GROUND FEEDS OILMEAL : in this friendly and helpful fashion 25 


a member of the Central Retail Feed 
association and every district organized 
into local associations: and groups such 


WE SELL DEALERS ONLY as we have at this meeting. We ought 


A not to consider ourselves as competi- 


tors, but rather as stockholders in a 
oe Queen Wheat Feed 


MIS, “We have been talking about several 
pt — is a Pure Wheat offal of our problems here tonight, and it: 
S seems to me that we know our prob- 


= and is manufactured in 


7 lems pretty well but do not have the 
our own mills. Can fur- strength and courage to take the nec- 


nish Queen in straight essary medicine which would remedy 


“ d 4 h 7" them. Organization heips and as I 
or mixed cars wit e- say this I am reminded of a story: 


/ rokee Pure Bran and “Sam had a mule which he wanted 
= WHEAT FEED 


° : to sell to Rastus. ‘Are you sure this 
"Bran, ot excndg all Cherokee Middlings. is a good, sound, healthy mule?’ Ras- 
— CRUDE PROTEIN 15.7% tus asked Sam. 


CRUDE FAT - - 4.6 
“*Tt sure is, it sure is,’ Ram replied. 


4 
CRUDE FIBRE - - 8.3% Capit al Flour Mills, inc. “Rastus carefully inspected the mule 


 ST.PAUL, MINN. ——— 
<—- Office 315 Corn Exchange ~~ 


x NGE and looking at the mule’s head turned 
to his friend, saying: ‘Sam, I think 
~ Minneapolis, Minnesota this mule is blind’ 


it ain’t,’ answered Sam. 

“Rastus hit the mule on the back, 
and it ran into a post getting out of 
the stall. ‘See there, Sam,’ said Ras- 
tus, ‘I told you the mule was blind.’ 

““T told you that mule ain’t blind,’ 
replied Sam. 

“Rastus hit the mule again and it 
ran out the back door and into a fence 
and turning around, stumbled and fell 
over a pile of straw. ‘See, Sam, I 
dun’ told you that mule was blind.’ 

“*No it ain’t, Rastus, no it ain’t,’ 
Sam replied again. ‘That mule ain’t 
blind. It just don’t give a damn.’” 


m-> WE SELL DEALERS ONLY <—a 


2 HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 


David K. Steenbergh, secretary of 
the association and managing editor 
of The Feed Bag, showed some mov- 
ing pictures of various district meet- 
ings and the annual convention of the 
Central Retail Feed association, which 
was held at Milwaukee in June. 

Other speakers included C. S. Dern- 
bach, Wausau, Wis.; Paul Rajek, Mar- 
athon elevator, Marathon City, Wis.; 
H. O. Weldon, Builders Service Co., 


Birnamwood, Wis. and J. M. Anker- 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HOPPER SCALE FOR SALE 
Three ton Fairbanks Hopper Scale com- 
plete, first class condition WASHBURN 
MILLING CO., Malone, N Y. 


MACHINERY FOR SALE 
Write me for Flour, Grain and Feed Mill 
Machinery either Second Hand or New. I have 
some bargains. L. R. VEATCH, 428 Pratt 
street, Buffalo, N. Y. 


FEED BUSINESS FOR SALE 


Feed business doing about £50,000 yearly, 
mostly all cash. There is no_ mill connected. 
One large building on track. Will sell building 
for $1,800. Stock will inventory about $3,000. 
Get very good en for mill feeds, not much 
competition. S. H. Van Gorden & Son, Tay- 
lor, Wis. Write S. H. VAN GORDEN & 
SON, Black River Falls, Wis. 


MILL FOR SALE 


Waterpower flour and feed mill and feed 
business for sale to settle an estate. Reason- 
able. Write CM-1, c/o THE FEED BAG, 
86 East Michigan street, Milwaukee, Wis. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


son, Gillett, Wis. Attendance prizes 
were awarded to Paul G. Widlake, 
Green Lake Milling Co., Green Lake, 
Wis.; Ward Fallgatter, Fisher & Fall- 
gatter, Waupaca, Wis., and Mr. Bep- 
pler. 

Messrs. Fallgatter and Werth were 
elected chairman and secretary, res- 
pectively, for another meeting of the 
group, to be held at Waupaca about 
the middle of December. 


CHAPMAN & -CHAPMAN, To- 
mah, Wis., have installed a_ feed 
grinder and report a good business. 


HANKINS & JOURNEY, New 
Market, Ia., are constructing a feed 
mill which, when finished, will have 
a capacity of 100 tons of feed daily. 


ALFALFA MEAL 


WITH 


MOLASSES 


Palatable 
Nutritious. 
Digestible 

A rich milk producing feed at a 


comparative low cost. 
“A REPEATER.” 


Johnson-Olson Grain Co. 
MINNEAPOLIS, MINN. 


Mention The Feed Bag When Writing Advertisers 


Jacobson “A JAC 


Feed Grinder 


Pulverizes grains, ear or snapped corn, 
pe goo and other materials into soft 
cool stock. Requires less H. P. but 
grinds more feed. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 
1090 TENTH AVE. S. E. 


MINNEAPOLIS, MINN. 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feeds Shipper 


HARVARD, ILLINOIS 
PHONES 135 AND 118 
Excellent service, highly reliable; 
Quality paramount---that’s undeniable; 


Best of attention, prices agreeable; 
Our motto is: ‘“‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting . ' J. LANGE, Beaver Dam, Wis. 


formerly associated with the firm of 
Lange & Hartzheim, died recently. 


q His death was sudden and occurred 
: shortly after he sold his interests in 
iy If You Have rofited the feed business to his partner, Larry 
! through reading the brief fire prevention Hartzheim. 
: paragraphs that have appeared in this HERMAN FROELICH, Glenbeu- 
space during the past year, we shall be lah, Wis. spent his vacation on the 
happier. shore of Lake Superior. 
&§ the best of everything for next year. Wis., is opening a flour, feed and hay 
GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. Walsh, who formerty 
q INDIANAPOLIS, INDIANA erated a feed store, has discontinued 
; J. J. Fitzgerald Cc. R. McCotter business. 
Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska AXELSON & SON, Akeley, Minn., 
have remodeled their plant and in- 
stalled a feed mill. 
COTTON SEED MEAL 
( Several Wisconsin feed dealers plan 
NUT AND PEA SIZE CAKE to leave their offices during the first 
week in December to go deer hunting. 
C. Pollow, Cedarburg Supply Co., 
- Cedarburg, Wis., is going to Tipler, 
. Wis.; H. J. Hintz, H. J. Hintz & Son, 
Quoting spot and Pewaukee, Wis., plans to shoot his 
future shipments. A If deer in Florence county; Carl Marks, 
you are not getting Dadmun-LaBudde Co., North Milwau- 
our quotations we are kee, Wis., is going to Eagle River. 
both losing. Send Wis. 
name for market let- 
RED GOLD 
SAVER 
\ Registered in All States Strawberries 
MARIANNA SALES CO. “ 


MEMPHIS, TENN. 


Quality and Service Guaranteed 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars bright “neal, fine i favor. Act” 
ually Saves sugar, use ail as muc 
GROUND GRAIN or FLAX SCREENINGS 2 Plants 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY el Gad 
: FEED GRAINS Paper Mulched Berries Better 


U. S. Govt. reports Paper Mulch saves 
CET CH WITH increases yields 
in garden products. 

OUCH We offer special combinations of Red 
Gold plants and the necessary amount 


i of Paper. 12 plants and paper, $2.00, 
50 plants and paper, $6.00. 100 plants 
with paper and special strawberry 
ables you get big yie' rom sm 
616 Corn Exchange Bldg. Minneapolis, Minnesota bed with little work. 


Gardner Nursery Co. osace iowa 
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BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 
Milling Wheat 


All Proteins and Glutens STERLING DAIRY F EEDS 


Corn, Oats and Rye for 


Milling and Feed 32% Protein 20% Protein 
For the dairyman who For the dairyman who 
raises considerable corn, raises small crops of 


oats and barley. feeding grains. 


These two feeds are giving wonderful 
satisfaction. Samples and quotations 
on request. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 


STERLING PIG and HOG FEEDS. 
PEARL GRIT Carlots or mixed cars containing bran, middlings, 


rolled oats, oil meal, oyster shell, animal protein 

Bag Lots-- Ton Lots 

| NORTHRUP, KING & CoO. 
i Company | FEEDS AND SEEDS 


NORTH MILWAUKEE MINNEAPOLIS, MINN. 


STAY AT 


New Nicollet | 
Hotel 


OPPOSITE TOURIST BUREAU 
ji ON WASHINGTON AVENUE | 


The Northwest's Finest Hotel 


600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and Finest Ballroom in the 
Northwest 


Quality—Service—Price 


Responsibility 


Our service is as near 
as Your Telephone 


Broadway 4961 


RATES | 
$2.00 


GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 
MILLFEEDS—CLINTON GLUTEN 


267 Rooms at................. 3.50 
41 Rooms at................. 4.00 ||| 
38 Rooms 5.00 
Suites and Special Rooms at | 

$6.00 to $9.00 


DONAHUE-STRATTON COMPANY 
MILWAUKEE 
Brokers for Operating Elevators at 
CLINTON CORN GLUTEN and MILWAUKEE—CHICAGO 
CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 


Three Blocks from Both Depots. __ ||| 
i} Retail Center and Wholesale Center. il 


W. B. CLARK, Manager 
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Feed Stores Lack Effecient 


GET MY PRICES—SAVE MONEY 


Business Plan A. L. STANCHFIELD 
(Continued from Page Eight) Carlots and Mixed Cars 
: FLOUR, MILLFEED 
average amount in notes and accounts OILMEAL, ETC. 
receivable. On this basis, capital turn- 502 Corn Exchange Bldg. 
overs varied from 1 to 18 times and MINNEAPOLIS, MINN. 


: ‘Stand by Stan’”’ 
were grouped in the following man- 


ner; 33 per cent with a turnover of less 


than 4 times; 55 with a turnover of IOWA MILLING CO. 


from 4 to 6 times and 12 per cent with CEDAR RAPIDS, IOWA 
a turnover varying from 5 to 18 times. 


Unif A ¢ Shippers of 

niform Accounting 

The outcome of the grain dealers’ CORN ond OATS 
meeting held with the experiment sta- 


Get our prices—We can save you Money 
tion resulted in their requesting a com- 


mittee be appointed to work with the 


station to draw up a uniform system NEBRASKA CONSOLIDATED 
of accounting adaptable to grain stores. MILLS COMPANY 


The efforts of the committee have a 
proven satisfactory as a number of 


the managers are using the outlines | MJother’s Best Flour 


and calling for more’ copies. The sta- 


tion will collect these cost accounting 


outlines from the managers and serve 7 

as a clearing house in tabulating them ho | F d C 
and in making up operating ratios for e lance ce G. 
each store. The key reference number MILLFEEDS 

for each feed dealer will be returned 
to him together with the analysis and 008 CORN ECA 
he will then be able to determine his MINNEAPOLIS, MINN. 


rating in relation to the other men. 


OEHLERT CASH FEED STORE, CORN, oR OATS 


Belle Plaine, Ia., was opened for busi- Qu ALITY pone “SERVICE 
ness on November 1. According to your trade demands 


S. J. Oehlert, proprietor, the store will Write, Phone or Wire 
carry a full line of flour, feed and hay. ens ee 


LINSEED MEAL Dells Milling Co. 


CARLOTS AUGUSTA, WIS. 
Linseed By-Products Co. ee 
917 METROPOLITAN LIFE BLDG. | Deis Favorite Products| 
MINNEAPOLIS, MINN. 


Rye — Buckwheat — Whole Wheat 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF: 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 510 Mitchell Bidg. 


ESTABLISHED FOR OVER THIRTY YEARS Milwaukee, Wis. 


OWL BRANv 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEE 


Get on our list—Marke: letters anc prices 


RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Established 1884 Members Minneapolis Chamber of Commerce 


MIXED CARS— STRAIGHT CARS 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse 
Beet Pulp--Oil Meal--Poultry Feeds--Molasses Feeds, E 


-- 
cos MI OUASSE SS 


for MANEY BROTHERS MILL & ELEVATOR CO., 


MINNEAPOLIS, MINN. 


NEWTON FEED COMPANY 


Office and Mill, Milwaukee, Wis. Eastern Office, Boston, Mass. 
NEWTRIO DAIRY RATIONS 
INSTITUTIONAL DAIRY FEEDS 
INSTITUTIONAL DAIRY FEEDS (SWEET) 
DAIRYMAN’S BEST TESTING RATIONS 


“GOLD STANDARD’ POULTRY FEEDS 
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GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Meal 
Oyster Shells Powdered Skim Milk 


Dried Butter Milk Bone Meal 
Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


4 
| M. G. 
W990. ST 


PERSONAL ATTENTION 
SHIP TO 


HOY |, CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 
MILWAUKEE, WIS. 


You Need Feed 
We can give it to you. 


Shipments from our ware- 
houses here at Milwaukee 
within 24 hours— straight 
or mixed cars of every- 
thing in the feeding line. 


Authorized Successor to 
RUNKEL & DADMUN 


£22.22 2 2 2 2 2 2 2 2 2 2 2 2 2. 2. 


2.2. 2.2.2. 2 2. 2 2 2 2 2 2 2 2 2 2 2 2 


GRAIN FUTURES 


Wire us your needs. 
373 Broadway 


MILWAUKEE, WISCONSIN 
LABUDDE FEED & GRAIN CoO. 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


2.2.2.2, 
2. 


F. J. PHELAN CO. 


MILWAUKEE, STRAIGHT CARS OF FEED 


WIS. ++ 


2. 


+ We have Pure Bran, Spring 
Special Attention to Hedges || ¥ Bran and Durum Feeds in 
: warehouses ready for Quick 
Shipment. Write for quota- 
tions and try our service. 


“Grain Futures” 


2. 


expands with 
Printed messages 
They are profitable 


PHONE ATLANTIC | 


5251 


whe 
q + 
ADTKE ORTSCH | ++ 
BROS. CO. +t 
| JOSEPH CO., Inc. # 
PRINTERS ++ 
LITHOGRAPHERS Flour Exchange 
BINDERS + 4 * 
344-346 MILWAUKEE STREET | $f Minneapolis, Minnesota ++ 
Puone 1076 MILWAUKEE 
Broapway WISCONSIN +? 


2..2..2. 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 
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418 Chamber 
: 


Vol. 4. No. 12. DercEMBER, 1928 


DAVID KNOX STEENBERGH 
Managing Editor 
Puplished the first week of every month at 
Milwaukee for retail feed, flour, grain. coal and 
allied products dealers. The only strictly retail 


dealer publication in the field. Subscription 
price—$2.00 per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 


The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New Eng- 
land Retail Grain Dealers association. It 
circulates monthly to practically every respon- 
sible retail feed and allied products dealer in the 
East, New England, and Central Northwest. 
Feed Merchants Bulletin of the Eastern Fed- 
eration of Feed Merchants merged with The 
Feed Bag, July, 1928. 


Copyright, 1928, Editorial Service Co.,Inc. 


SPENCE 
FLAX 
SCREENINGS 


A blend of selec- 
ted flax screen- 
ings —recleaned, 
pulverized and 
bolted. Wiscon- 
sin dealers say 
Spence is the best 
brand on_ the 
market. Present 
prices are well in 
line with other 
feeds. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 


Page Fifty 


Ghe 
FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Merry Christmas 
and a 


Prosperous New Year 


to all our 


Friends and Patrons 


Deutsch & Sickert 
C O m p Q ny 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
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A Feed 


16 % “yen 
ENTS e e e 
The steadily increasing sale 


Oay WINGS, OAT MIDDLINGS, © 
MULLS MOLASSES, = 
ARBONATE AND IX SALT 


of Acto has proved its “True 
Value” time and again. 


\ BOVE all, results prove the value 

“of a feed. Increasing volume in 
the same territory year after year cer- 
tainly proves satisfactory results. That's 
the record of Acto Dairy. 


The reason for this SUCCESS Take advantage 


is simple:—It’s because the 
farmer, when he buys Acto, low booking 
gets more return per dollar a 
spent for dairy feed. a0 


Wire or phone 
““collect’’. 


Ladish Milling Co. 


Milwaukee, Wis. 
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Merry Christmas 
Happy New Year 


In many ways the past year has been one of the most 
satisfactory years in our history. Our business has not only 
shown a steady increase in volume but we believe that 
King Midas flour has also made a remarkable growth in 
popularity with the consumer, adding many new customers 
during the year. 


Our customers, almost without exception, have shown 
increased flour sales; our relations with the trade have been 
most happy, acquaintances have warmed into friendships 
and we feel more than ever that we are all partners with 
common interests working together helping each other. 


It gives us, therefore, the greatest pleasure at this time 
to send greetings to our many friends among 
the readers of The Feed Bag and to wish 
them a Merry Christmas and continued pros- 
perity throughout the coming year. 


MANUFACTURED BY THE 


Mipas Co. 


MINNEAPOLIS, MINNESOTA 


: 
q 
‘ 


: 


